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DOUGHBOY 
Mash 
Concentrate 


Controlled Cereal Grasses 
to YOUR OWN Mixed Mashes 


Winter time is profit time . .. when you keep customers’ egg production up 


by adding Doughboy Mash Concentrate and Controlled Cereal Grasses. 


YOU SELL MORE ... because you give your 
customers the advantages of ‘springtime green 
grass” feeding the year round. 


YOU PAY NOTHING EXTRA .. . because 


adding Controlled Cereal Grasses has not 
raised Doughboy Mash Concentrate prices. 


Find out now how you can make more and build 
a steady, profitable poultry feed business. 


CONCENTRATE 


For Money-Making Details . . . 
Mail the Coupon TODAY! 


Rush facts on Doughboys Green 
Grass Story, and details of money- 
back challenge! 


DOUGHBOY MILLS, INC. wane 


NEW RICHMOND, WISCONSIN Address 


For MORE SALES= 
i 
BIGGER PROFITS | 
| 
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Builds New Unit To 


Commemorate 50th 


Photographs courtesy T. E. Ibberson Co., Minneapolis 


Everything Jor Every Mill, Elevator 


and Feed Plant 
‘The Strong-Scott Mfg Co. 
Branch Office: Great Falls, Mont. Minneapolis Minn. 


FRED H. CHASE, Representative 
Box 124 Oshkosh, Wis. Telephone 8187 


Geo. P. 


Sexauer & Son 
Brookings, S. D. 


This new unit was added 
to their plant at Brookings 
and will stand as a monument 
to their achievement of a 


half a century in business. 


For many years Geo. P. 
Sexauer & Son have depend- 
ed upon us for a goodly por- 
tion of their equipment—an 
honor, we believe, that is not 


lightly achieved. 


This new unit is complete- 
ly equipped with Strong- 
Scott equipment, such as Belt- 
ing; Spouting; Motors; Head 
Drives; Special Fittings; Dust 


Collector System, etc. 


Send for full information on our equip- 
ment before you build or remodel. It will be 


sent promptly and you incur no obligation. 


THE FEED BAG — February, 1941 


pty 


——— 
| 
— (i ££ 
| 
| 
| 
ya 


“Merchandising is just as 
much of a scientific 
problem as the chemistry 
of nutrition.” 
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FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of ... 
Wheat 
Wheat Middlings 
Rye Middlings 
Malt Sprouts 
@newens Gnaina 
Linseed Meal 
Soybean Meal 
Oatfeed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


Laboratories and Offices 


GENERAL BIOCHEMICALS 


INCORPORATED 


Manufactucers of 


NUTRITIONAL BIOCHEMICALS (Vitamins) 


FOR 
CONCENTRATES FOR FEEDS 
CAROTENE 
RIBOFLAVIN 
NICOTINIC ACID 


Other biologically important factors are also available. 
For further information write to 


GENERAL BIOCHEMICALS, inc. 


10 Laboratory Park ++ Chagrin Falls, Ohio 


THE BEST 


THAT MONEY CAN. BU 


Buy Dried Skim Milk from a firm that spe- 
cializes in milk for animal feed. 


“SUPREME” DRIED SKIM MILK is perfect 
quality, freshly made — and is shipped di- 
rectly from the creamery to you in paper 
lined burlap sacks. 


No matter where you're located, be sure 
to get our price. Because of our large vol- 
ume, we're able to sell you the very best 
quality that money can buy — at prices that 
defy competition. 


Write, Phone or Wire for 
Unusually Attractive Prices. 


Bulletin Building Philadelphia, Pa. 
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70 Dery comperirion/ 


Small 
Capacity ad Operating Cost 


Uniform—every batch 


True mixing — rapidly, simply and cheaply per- 
formed . . . America’s most modern, bestbuilt, 
leastpower Mixers — dependable for every use 
... Put the Quality and Cost of your mixing at 
par with America’s Largest Feed Makers — who 
use ‘Eurekas’ . . . Several types and sizes to 
select from. 4 


Ask for catalog B-165 


|  $.HOWES CO., INC., Silver Creek, N. Y. 
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Make Your 
CHICK FEED BUYERS 
into REAL BOOSTERS 


sell them... 


COMPLETE 
CHICK 
STARTER 


Make permanent customers of your chick buyers, by selling them ARCADY COMPLETE 
CHICK STARTER. Once they’ve tried it they’ll keep on coming back to buy other 
reliable ARCADY FEEDS, such as: Growing Mash, Broiler Mash, Egg & Breeder Mash, 
and complete Laying Mash. 


ARCADY COMPLETE CHICK STARTER i; 2 scientifically balanced ration including 


the essential ingredients and vitamins which contribute so greatly to fast, sturdy growth, 
uniform feathering and body development. It also contains Wheat Germ Oil to assure 


adequate Vitamin E for complete sexual development. 


ARCADY 


“ae PREMIUM COUPONS 
re ARCADY FEEDS are Safe — Dependable — Uniform, In Every Sack 
the result of 25 years’ experience in producing labora- 
Now Worki to stimulate 
ta a tory-tested, farm-proved ARCADY feeds for live- sales. Write 
To help you for your sup- 
make bigger stock and poultry. They are made by a mill devoted ply < tom 
profits, the radio ree 32 page [ 
is consistently exclusively to the manufacture of better, more efficient — °oklets that 
carrying the Z show the 
ARCADY message to feeds. many valu- ‘ 
feeders. able premiums available. 


ARCADY 
FEEDS 


FOR ALL LIVESTOCK AND POULTRY 


ARCADY FARMS MILLING COMPANY: 223 WEST JACKSON BLVD. CHICAGO, ILL. 
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farmers and dealer are 


Profit 


KEEP my ears tuned to what 

the farmer wants,” says J. M. 

Healy, who has been operating 
the West Union Feed Mill, West 
Union, Ia. for the past year, “and 
I never miss an opportunity to give 
worthwhile feeding advice when- 
ever I can. This has assisted me in 
building many friendships in our 
farming community and has helped 
my business grow.” 


Mr. Healy finds that his grinding 
service is his biggest drawing card. 
“When you have grinding service 
to offer farmers then you've got 
something that brings them to your 
mill regularly. This is very import- 
ant if you are going to service them 
right and be able to sell them on 
the idea of better feeding.” 

Mixing and grinding equipment 
in this busy little feed mill includes 
a Duplex vertical mixer and a Rob- 
inson grinder. Grinding prices are 
not always as much as Healy would 
like to see, but because of competi- 
tion he is forced to grind at the pre- 
vailing prices which run about 9 
cents a bag. Regardless of the low 
price there is volume of business, 
says Mr. Healy and it brings many 
farmers to the mill. Grinding is the 
first step toward greater feed sales. 

“When a farmer comes to my mill 
and says he’s got the best formula 
in the world and he wants me to 
mix his feed accordingly, I don't 
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stop and argue with him,” says 
Healy. “I always tell him I'm glad 
he’s getting good results and that 
I'm tickled to death to mix for him. 
In this way I do what I am told and 
I gain his confidence. Then when he 
comes back time and again and I 
get to know him better I ask him 
how his formula is working out. 
Even in case he still praises his 
formula I urge him to try my feeds 
and compare the two. We make a 
sort of friendly contest out of it.” 


If the farmer is approached in 
this matter, his mind is usually open 
to suggestions, claims Mr. Healy. 
Most farmers, too, will accept Hea- 
ly’s advice and try his feeds or the 
formulas advocated by the manu- 
facturer whose concentrate he sells. 
There is no arguing with the farmer. 
Rather there is the persuasive type 
of suggestion which often culmin- 
ates in the farmer good naturedly 
trying to show up the feed dealer. 


“Of course you have to take the 
patron’s word as to how the com- 
parative feeding tests have turned 
out,” says Healy. “Sometimes, per- 
haps, the farmer will say his formu- 
la is best, when perhaps it is not. 
On the other hand, most of the farm- 
ers are square-shooters and if my 
feed or formula gets better results 
they are convinced and admit it. 
From then on I have new cus- 
tomers. 


of iowa feed man 


If Mr. Healy is told by a farmer 
that he has lost in the test, Mr. Hea- 
ly accepts the news of the defeat 
philosophically. He tells the farmer 
that he is the man who must be 
satisfied—not the dealer. This way 
of handling customers has made a 
big hit with the farmers in this area. 


“When you can operate your 
business on such a friendly basis, 
then your customers have confi- 
dence in you,” says Mr. Healy. “I 
never try to high-pressure my pa- 
trons. I try to make them feel that 
together we are trying to produce 
feed and feeding practices which 
will bring them (the farmers) the 
greatest amount of profit. They like 
this attitude, and I am usually kept 
busy giving them advice on feeding 
problems, insofar as I am able.” 


Mr. Healy feels that the average 
farmer in his area wants to be treat- 
ed as an equal when it comes to 
feeding knowledge. For example, 
farmers have been doing a lot of 
studying on nutrition in feeds and 
the like and know quite a bit about 
feeds. The dealer who discusses 
feeds values and practices with a 
farmer, will get further if he really 
sticks to the mutual discussion angle 
of feeds, than if he tries to give the 
farmer the idea that he (the dealer) 
knows it all, which in most cases he 
doesn't. Dealers and farmers are 
partners for profit, he believes. 
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EASTERN DISTRIBUTORS FOR 


E. R. Squibb & Sons 
EXADOL 
3,000 or more Vitamin A ond 
400 or more Vitamin D units 
VioBin Corporation 
REX WHEAT GERM OIL 


A cold processed, extracted 
oil, rich in Vitamin E 


Pabst Brewing Co. 
PABST'S BREWERS DRIED YEAST 


Contains 20,430 Int’l units Bt, 
18,160 gommas Riboflavin and 
158,900 gammas Nicotinic Acid 


California Packing Corp. 
REGULAR BIOTOL 


Not less than 85 Vitamin D 
and 600 Vitamin A units 


SUPER BIOTOL 
Not less than 3,000 Vitamin 
A and 400 Vitamin D units 


VITAMIN A OIL 
25,000 U.S. P. XI" A” units 
per gram 
€ 
American Butter Company 
GREENMELK 


Young green cereal grasses and 
buttermilk in semi-solid form 


DRIED GREENS-BUTTERMILK 


Young green cereal grasses and 
buttermilk in dried form 


The straightest, shortest route 


Direction signs on “Quality Road”... 
Each name you know. Each name a quality name. 


When you in your business—and we in ours—follow the standards they set, we 
travel the safest through route to permanent success. . 


You, as a feed manufacturer, want to keep your feeds in step with modern trends. 


You know that quality—not only in ove but in every ingredient—is important to 
the final results and to your own reputation. 


Atkins & Durbrow offers you quality in vitamin products—so essential in present 
day feeds. All of the companies named on this page sell guality vitamin products. 
All are represented by Atkins & Durbrow. 


Associate your feeds with these names. Buy their products through Atkins & 
Durbrow. You are buying the finest in vitamin products for poultry feeding— 
products of every type—for every requirement—and at no premium price. 


We have sales representatives operating from 10 centrally located cities east of 
the Mississippi. Our local warehouse stocks are in many distributing centers. We 
can render you prompt, efficient service at all times. 


We urge you to see the Atkins & Durbrow representative the next time he calls. 
Hear his story. You'll find him the type of man you like to do business with— 
a true representative of a quality house. 


HEADQUARTERS FOR 
QUALITY VITAMIN PRODUCTS 


ATKINS & DURBROW, iwc. 


(Proprietors of The OK Company) 


165 JOHN STREET, NEW YORK, N.Y. 


CHICAGO BOSTON DETROIT 
1524 South Western Avenue 177 Milk Street 3023 Vicksburg Avenue 
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Merchandise 


HE first thing I would do if I were a 

retail feed dealer would be to select a 
feed that would be particularly adaptable 
to my trade territory. I'll say it differently: 
I would select a feed—just one line of 
feed. Let's stop here—just one line of 
feed. Let me illustrate: I recently called 
on a feed man, and as I waited for my 
turn to interview the manager I counted 
23 kinds of coal for sale on the blackboard. 
There were posters of seven nationally 
known feed companies on his walls—some 
of them seasoned with several coats of 
fly specks. There were three nationally 
known poultry remedies on display. His 
feed room had every known color and 
design of feed bag and the outdoor boule- 
vard was covered with hog feeders, foun- 
tains, and more feeders—some paintless, 


some rusty, reminding one of an ancient 
cemetery. 


When my opportunity came for an inter- 
view, it took place across a desk that had 
from three-inches deep to eighteen-inches 
deep of mail opened and closed—circulars, 
papers, posters, inserts, remedy bottles, 
and articles too numerous to mention. I 
told him what my name was and whom I 
represented, and at once looked for a 
graceful opportunity to get out of there. 
And I did and have always felt lucky that 
I got away before he bought my merchan- 
dise to further complicate his variety feed 
store. I would select one feed! 


One day, I saw a flock of white chickens 
covering several acres on a hillside, and, 
having plenty of time to make my appoint- 
ment, I drove in and did some visiting. 
From a distance, the poultry looked fine 
but on closer examination they were a 
rough, crow-beaked, wormy lot of 3,000 
birds. I learned that from the time they 
were chicks they had been housed and 
yarded on this same ground. After some 
visiting I called his attention to the birds’ 
condition. His reply was that they had 
been doing fine until about two-weeks 
ago, but he got a new bunch of feed and 
the feed dealer was handling so many 
kinds of feed that he was sure he had 
gotten a different feed every time he had a 
delivery and that he was going to quit 
that feed dealer and go to his competitor 
who was only handling one feed. This 
poultryman was definitely battling with a 
flock-management problem but naturally 
blamed the feed for the condition of his 
birds. Again I say—I would select one 
feed! 

At another place, I listened to a lady 
buying egg mash. The clerk asked what 
kind of egg mash she wanted and she 
asked, “What kind have you got?” Then 
the clerk quoted five names and five 
prices. Then came a Quaker’s session, 
and he repeated. She sensed that one of 
the feeds had a rather symphonic name 
and she said, “I'll take that.” This dealer 
had five egg mashes and all the clerk 
knew about them was the name and the 
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properly and make more 
profit says ben reike 


price, and that he read off a card on his 
desk! 


At another place I witnessed another 
dealer selling 40% hog balancer. He had 
three 40% hog balancers. The first little 
pile he had handled for some time. The 
second bigger pile had a dandy radio pro- 


SOUND merchandising ad- 
vice is given in this speech 
by Ben W. Reike of the 
Hubbard Milling Co., Man- 
kato, Minn., delivered at 
the recent convention of 
the Northwest Feed Dealers 
association at St. Cloud, 
Minn. 


gram last month, and a third pile of 
three tons—these folks are going to put 
on a bang-up good radio program begin- 
ning next month. Three piles, three names, 
three colors, three prices, but not a word 
about the quality or what the feed would 
do. And when the farmer asked which was 
the best the dealer just shrugged his 
shoulders and said, “I guess they are all 
good”. 

If I were a retail feed dealer, in addition 
to having one line of feed I should adopt 
a definite merchandising program. In order 
to be able to merchandise my feed intelli- 
gently, it is necessary that I know what is 
in my feed. It is necessary that I study 
the ingredients and know why they are 
placed in a specific ration. It is absolutely 
essential that I know what vitamins are 
in my feed and what minerals are in the 
feed. Let me ask you local feed retailers, 
without referring to the tag, can you tell 


me every ingredient there is in the feed 
you merchandise? And, aside from know- 
ing the ingredients, do you know what 
they are in there for? There is a purpose 
for their being in there. 

What are you going to say to the lady 
that comes in and says she heard over 
the radio that they have discovered a new 
vitamin and she is wondering if that vita- 
min is in your feed? Are you fortified 
with arguments to definitely answer every 
inquiry for information about your feed? 
In addition to knowing all about your feeds 
and what each ingredient is in there for, 
it is equally important that you know 
feeding conditions and the problems that 
confront a feed and every feeder from the 
standpoint of disease, from the standpoint 
of management conditions, and from the 
standpoint of getting good results. Do you 
know your feeder’s problems? Can you 
talk the feeder’s language? What are you 
going to say to the farmer who comes in 
and says your breeder mash is merely 
giving him a 40-per cent production? The 
hatcheryman tells him his eggs only hatch 
about 45 per cent; so he is threatening to 


‘discontinue taking those eggs at the hatch- 


ery. 

Are you in position to go out to that 
flock owner and point out to him why his 
egg production is low, and why there isn't 
a better germ in those eggs? Or are you 
just going to shrug your shoulders and say 
there must be something wrong, and the 
flock owner knows what is wrong. He 
knows it is your feed that is wrong. 

Do your men that work for you know 
your feeding problems and what to say 
about your line of feed? All too often feed 
salesmen spend their time with the man- 
ager of a business telling him all about 
the fine points about his feed and forgets 
that the manager spends most of his time 
behind a desk in the office and that all 
the arguing and selling of his feeds is 
done by the second and third men out in 
the warehouse. Do your men in the ware- 
house tell the same story about your feed 
as you do? Did you ever invite them down 
on a Tuesday night to the office and say 
to the boys, “We are going to go over all 
our feed programs and spend the evening 
studying and training ourselves as to what 
we are to say and not to say about the 
feeds we are merchandising.” 

Have you trained yourself and trained 
your men to talk about what your feeds 
will do rather than what the price is per 
one-hundred pounds? It is awfully hard to 
appreciate the fact that the minute we 
mention the price of an atticle we put 
ourselves right down in that category 
where we have thousands of competitors. 


(Continued on Page Thirty-four) 
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THE HUBBARD | 


SUNSHINE WAY 


Interior view of 
Farmers Feed & Supply Co. plant 


OTIS FLEMING 
Manager 


€ The Farmers Feed & Supply Company has built a splendid and profitable 
volume of business with its Top Notch Feeds, all made the Hubbard Sun- 
shine Way. This steady growth is based on the solid foundation of value— 
of ‘Making Feeds that Make a Profit for the Man who Feeds Them.” 


h Progressive Dealer- Mixers who are interested in similarly increasing their 
volume are invited to write for complete details. 


Milling Co. 


MANKATO, MINN. 


EASTERN BRANCH 410 ELEVENTH STREET, AMBRIDGE, PA 
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WE ALL More than 30 national, regional and state associations are now 
LOSE working to promote the good of the feed industry. This means, of 
course, that these organizations are working for your good and 


for mine. 


How can we lose, therefore, whether or not we belong to any one of these 
groups? This is a natural question that is easy to answer. 

Suppose that we do belong to the Western, the Pacific Northwest or the 
Eastern and to the American or the National — we pay our dues, we receive 
our association bulletins, we attend our conventions and the benefits accruing 
to us are large in proportion to the amount we pay for the service. 

It would seem that we couldn't lose but we do because a large part of the 
service of our organization benefits non-members as well as members. We are 
consequently paying a share of the cost of serving the other fellow and not 
getting all we deserve because our association does not have the funds to do 
all that it should for the industry and for us. 


Suppose, then, that we do not belong — how can we lose when we admit- 
tedly benefit from the work of organizations to which we make no contribution? 
The information bulletined to members and which we do not receive is our 
apparent loss but our real loss is the service which the industry needs but does 
not receive — the service which we need but will never get until we, and 
others like us, are willing to pay our proportionate share of the cost. 


These paragraphs are, in effect, a chastisement of the entire feed industry. 
Our associations do not compare with organizations serving many other im- 
portant fields. Our associations are doing all they can but not all they could 
— because we are denying them the support necessary to pay for adequate 
service. 

Your taxes have been materially increased in recent years and you know 
they are going to be still higher. Are your interests protected when these tax 
laws are being made? Do you know how to take advantage of all the exemp- 
tions to which you are entitled? Wouldn't you like a dependable service to 
keep you currently informed with respect to taxes, wage and hour laws, feed 


regulations, new products and research and many other things which are of 
business interest? 


The Feed Bag urges that we all get behind our association now. Let's en- 
large and strengthen them — for membership fees are deductable from taxes 
and association service will pay big dividends in our business during the 
turbulent times ahead. 


We can't lose if we will all get together and support the feed trade 
associations. 
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Small Dealer 


HAT is the future of the 

small town feed man 

whose merchandising fa- 
cilities are affected by limited capi- 
tal, distance from railroads, and 
competition from large organiza- 
tions? 

“Not so bad,” says R. Thompson, 
surviving partner of W. A. & R. E. 
Thompson, of Colrain, Massachu- 
setts. Mr. Thompson can certainly 
speak with authority. For seven- 
teen years the Thompson brothers 
have successfully operated a typi- 
cal general store and retail grain 
business. 

“We've seen plenty of changes 
take place,” R. Thompson explain- 
ed, “but we have always been able 
to adjust our own policies to meet 
them.” 

Many years back the advantages 
of a railroad siding were available. 
Although the nearest freight depot 
is six miles away in Shelburne Falls, 
a country trolley used to haul car- 
loads straight to the warehouse, 
which was then a separate build- 
ing. The trolley company has been 
out of business for several years, 
so now shipments are trucked up 
from the station, and all grain is 
stored in the granary adjoining the 
store. The onetime warehouse is 
used as a garage. 

To help offset competition from 
chain and other large organizations, 
R. Thompson is sticking to the meth- 
ods developed by himself and his 
late brother, Walter A. Thompson. 

“You have to be yourself,” he 
explains, ‘you can't throw your vol- 
ume against the other fellow, whose 
space, resources, and capital are 
perhaps five times your own. After 
all, the important thing isn't so 
much how much grain you turn 
over in a week or a month; it is 
whether you sell it at a reasonable 
profit.” 

Modest frequent buying, and ra- 
pid turnover has been the backbone 
of business at Thompson's. Scores 
of satisfied customers, therefore, 
prefer the friendly atmosphere and 
consistent service. 


Following out the principle of 


has fine future claims 
thompson of bay state 


analyzing his own particular situa- 
tion, and adopting the policies and 
sales-aids most suitable to his own 
business, he finds no better way of 
getting and keeping trade than di- 
rect, intelligent solicitation. How 
well this has worked out is shown 
by the following results: 

1. There are now three definitely 
set routes covering Colrain and the 
vicinity. Because much of the 
ground is over hilly roads which 
often become hazardous, definite 
days are set for different sections 
which leave two spare days open 
for possible necessary changes. 

2. Although the regular routes 
are flung over an approximate 
seven mile radius, many farmers 
even from southern Vermont, have 
become used to buying at Thomp- 
son's. Special deliveries outside the 


regular routes have been often 
arranged. 

3. Thompson's have built up such 
a fine reputation for fairness and 
cordiality that many sales are made 
directly from the granary platform 
to the customer's truck. This angle 
of the business has kept growing 
so that by now about forty per cent 
of the selling is done this way. 
While some of these sales are com- 
paratively small individually, many 
are fair-sized, and some are com- 
plete truckloads. When it is realized 
that there is no delivery expense 
attached to platform sales, it can 
be .seen that, large, medium or 
small, they are an important con- 
tribution to a profitable business. 

Particularly with the physical 


(Continued on Page Fifty-two) 


“So you're going home to your mother, eh? Did it ever occur to you 
that you were born in an incubator?” 
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EXADOL is guaranteed in 
VITAMIN A ano D potency 


150 days to go before they reach the profit stage. 
150 days of good management and careful feeding. 


Important through all these days is assurance of suf- 
ficient vitamin A and D—so essential to livability 
and growth. 


Your poultrymen know the necessity tor these vita- 
mins. More than that, they want their flocks to receive 
Vitamins A and D guaranteed in vitamin potency. 


When your feeds contain EXADOL* —you meet the 


*4 trademark of E.R. Squibb & Sons 


POTENCY. 
VITAMIN A AND D OIL 


Sales Agents Mid- Western Sales’ 


ATKINS & DURBROW, Inc. 
165 John Street, New York > THOMPSON-HAYWARD CO. 


1524 S.WesternAve., Chicago 29th and Southwest Blvd. 
177 Milk Street, Boston Kansas City, Mo. 
_ Pacific Coast Sales Agents 
WM.H. FLOYD & COMPANY CARL F. MILLER & co., INC. 
1206 Maple Avenue 1217 Sixth Avenue South 
Los Angeles, California Seattle, Washington 
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need of your poultrymen for VITAMINS A and D. 
Exadol is Squibb’s High Potency Vitamin A and D 
Oil. It is guaranteed in vitamin potency. Exadol, in a 
well-balanced mash, helps chicks get a good start in 


life, live and grow. 


Fortify your feeds with Exadol. Squibb guarantees 
Exadol to contain 3,000 (or more) vitamin A, U.S. P. 
XI units, and 400 (or more) vitamin D, A.O.A.C. chick 


units, per gram. 


Use Exadol—a proved product. Sell its importance now 
—when poultrymen are starting their new flocks on 
their way! Write for prices and full facts about Exadol. 


Mail the coupon today. 


SQUIBB — a name you can trust 


E. R. SQUIBB & SONS FB-2 
Veterinary and Animal Feeding Products Division 
745 FIFTH AVENUE, NEW YORK CITY 

Please send me full facts about Exadol with prices. 

I understand this places us under no obligation. 


¥ 

3 
| 
4 
4 
i 
i =) 
| 
<A 


Northwest 


p) EGISLATIVE problems, closer coopera- 


tion between feed dealer and farmer, 
and better merchandising on the part of 
the dealer were a few of the important 
subjects which held the attention of the 
270 persons attending the Northwest Retail 
Feed Association convention at St. Cloud, 
Minn. January 13-14. 

All those in attendance seemed to agree 
that while boom times loom directly ahead, 
largely as a result of the defense program, 
better merchandising will be needed in 
order to cash in fully on this upsurge in 
business. 

L. D. Ledin, Bethel Feed & Produce Co., 
Bethel, Minn. was chosen to head the as- 
sociation for another year; Larry J. Weidt, 
Commander Elevator Co., Minneapolis, was 
elected vice president, and W. D. Flemming 
was re-elected secretary-treasurer. Clair St. 
John, B. P. St. John & Son, Worthington, 
Minn., and G. H. Homme, manager, Farm- 
ers Elevator, Kerkhoven, Minn., were the 
two new directors elected to the board. 
Carry-over directors include, E. J. Houle, 
E. J. Houle Co., Forest Lake; R. M. Serk- 
land, Grain Products Co., St. James; Paul 
H. Gust, P. H. Gust Elevators, Henning; 
Ray T. Wirt, Lewiston, Elevator Co., Lewis- 
ton; Jos. E. Donovan, Donovan Grain & 
Fuel Co., Albert Lea; Anton O. Olson, 
Dodge Center Elevator Co., Dodge Center; 
John Heyerholm, Triple S Feed Mill, North- 
field; R. Emerson, Farmers Elevator Co., 
Wanamingo; and L. H. Patton, Farmers & 
Merchants Milling Co.. Glencoe. 


Speakers the first day included Dr. H. J. 
Sloan and J. B. Fitch of the Minnesota Uni- 
versity farm, who spoke on poultry and 
dairy cattle feeds. Reviewing the dairy 
cattle situation in Minnesota, Mr. Fitch 
stated that one third of the dairy cows on 
Minnesota farms are raised at a loss. 


Concerning the poultry outlook, Dr. Sloan 
gave the results of various feeding experi- 
ments. He pointed out the growth of the 
poultry industry through proper feeding 
and careful management. 

“Advertising is that force or power cre- 
ated through the written or spoken word, 
appealing to the ear or sight or sound to 
create a desire to own or use a particular 
product or item,” said Lloyd S. Larson, 
Mankato, Minn. advertising counselor, in 
a fine talk touching on dealer advertising 
problems. 

Discussing local newspaper advertising, 
Larson declared such advertising can be 
made effective if “you have continuity, 
consistency and timeliness, and if you have 
the right kind of ad, attention-compelling 
and designed to sell your product. Hit and 
miss advertising never pays. Taking space 
and spending your good money for it— 
even if it costs only 25 cents an inch, just 
because some solicitor calls on you, will 
not pay the returns it should unless some 
thought and preparation is given to the 
ads going into the paper.” 


vision improved business 
through better selling 


Arthur Granum, U. S. deputy revenue 
collector, told feedmen at the Tuesday 
morning session what to do in making out 
their federal income tax returns this year, 
and pointed out the changes in the law. 


One of the “hit’’ speeches of the conven- 
tion was that of Ben Reike, Hubbard Mill- 
ing Co., Mankato, Minn. who spoke on mer- 
chandising requirements for successful op- 
eration of a feed store. His speech is re- 
printed on another page of this issue of 
The Feed Bag. 

In the afternoon W. D. Flemming, secre- 
tary, reviewed the association's progress 
during the past year. He told about the 
successful regional meetinigs held last fall, 
the feed dealer’s short course and also re- 
viewed the legislative situation. 


Resolutions passed included one asking 
for an investigation of prices charged for 
grinding in Minnesota and recommenda- 
tions as to how adverse grinding practices 
could be corrected; another asked that 
gypsy peddler statutes be properly enforc- 
ed. An important resolution passed, too, 
was one which asked the state legislature 


to further experimental agricultural re- 
search at the state university. 

BROWER 1941 CATALOG 
The Brower Mfg. Co., Quincy, Ill. manu- 

facturers of poultry supplies, has just is- 
sued its new 1941 catalog which lists 475 
items. The catalog is available to feed 
dealers, hatcherymen and poultry raisers 
and contains data and illustrations of prac- 
tically every kind of equipment needed in 
the poultry business. 

@ DON R. JORGENSEN has been appoint- 
ed manager of the grain department of 
Inland Mills, Inc., Des Moines, Ia. effective 
March 1. He was formerly with the Des 
Moines Elevator Co. 

@ LACONIA MILLING CORP., Laconia, 
N. H., recently completed a new plant, 
containing all new and modern equipment. 
@ ALBERTVILLE MILLING CO., Albert- 
ville, Minn., recently installed a Big Chief 
hammer mill purchased from the Modern 
Elevator Supply Co., Minneapolis. 


Birthday Colebration 


Pictured here is a group of feed men who helped Harry Cowan, Spencer Kellogg & 
Sons, Minneapolis, celebrate his birthday January 16. Standing, rear, are Wayne Fish, 
Wayne Fish & Co., and Jack Stuart, Reliance Feed Co., both of Minneapolis. Seated, 
left to right, are Henry Swanson, White Laboratories, Inc.; Charles Devers, National 
Distillers Products Corp.; Mr. Cowan, and Don Schroeder, Northeast Feed Mill Co., 


Minneapolis. 
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FASTER 
SELLING 
Egg Carton 


CUSHIONED 


E 


ONE PIECE 
NO SET-UP REQUIRED 
NO FILLERS 
NESTED, READY TO FL 
© ELIMINATES BREAKAGE. 
WONDERFUL DISPLAY 


Good Profit Item for Feed Supply Dealers 
Used in Thousands of Stores 


The New Carry-Safe Egg Carton is ideal for Feed Supply Dealers — for egg producers . 
— for retail food stores. For the Feed Dealer it is a first rate, fast selling, staple profit -. 
item. For the egg producer it means economy — saves time in packing and handling — 3 
eliminates breakage. For the retail food store it provides a wonderful display of eggs 

and builds egg sales. 


Write Today For Samples 


Telephone: Superior 3886 St., Chicago, Ill.—Dept. 615 


Please send samples and prices on the New Carry-Safe 


SELF-LOCKING CARTON CO. 


615 E.lllinois St. Chicago, Illinois 
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We are telling poultrymen all 


URE 
OYSTER Si 


Pershing Square Building 
NEW ROCHELLE, N. Y. 


YOU HAVE 
NO DISSATISFIED CUSTOMERS 
WITH 


BRAND 


PILOT 


SHELL 


For twenty odd years 
Pilot Brand Oyster Shell sales 
have steadily grown because 
users are satisfied with it and 
continue to demand it. 


Pilot Brand Oyster Shell 
is a necessity to poultrymen 
and, being a perfect product 
for the purpose it is used, 
there can be no cause for the 
least dissatisfaction. 


Leading authorities ev- 
erywhere recommend it as a 
matter of course. 


Progressive dealers ev- 
erywhere carry Pilot Brand in 
stock with the same confi- 
dence of steady sales as a 
groceryman carries salt, or as 


OYSTER SHELL PRODUCTS CORPORATION 


LONDON, ENG. 


a hardware store carries nails. 


Pilot Brand Oyster Shell 
advertising has been continu- 
ous for twenty odd years in 
leading publications reaching 
farmers and poultrymen and in 
spot broadcasting over the ra- 
dio reaching practically every 
section of the country every 
week of the year. 


Wherever there is a 
small flock of poultry on any 
farm or a commercial poultry- 
man anywhere Pilot Brand 
Oyster Shell is needed. 


If you are one of the 
few dealers who do not carry 
Pilot Brand, order from your 
jobber today or write us. 


3615 Olive St. 
ST. LOUIS, MO. 
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Sales Chart Helps Sally 


Pi air-tight stove was throwing off 
waves of heat in the feed store that 
cold February afternoon. In the office, 
Sally-Sue was working industriously over 
a long list of names and figures. Mr. 
Haines watched her for a while. “What in 
the world are you doing, Sally-Sue?” he 
asked finally. We haven't had much busi- 
ness during this cold spell, but you've 
been busy every minute.” 

“I'm working on a chart that’s going to 
get us some business every day, good 
weather or bad”, Sally replied. 

“Oh?” remarked her skeptical father, “And 
how do you intend to accomplish that?” 

“I've discovered that 
our customers buy certain 
quantities of different 
feeds at definite times. By 
working out this chart 
like a calendar, I can 
tell just when each one 
should be ready for a 
supply of whatever type 
of feed he uses.” 

“That's very true”, 
agreed the feed-dealer, 
“but, that isn't giving us 
any business.” 

“Not yet” replied Sally, 
“but here’s how it will. 
Each morning I'm going 
to telephone eight or ten 
of these people and sug- 
gest that we send out 
their usual order. Per- 
haps, we won't get an 
order from every one of 
them, but we should get 
a pretty fair return”. 

“My dear girl’’ argued Mr. Haines, “it 
costs money to send the truck out with just 
a few bags of feed. Besides, most of the 
roads are almost impassable. Anything 
can happen—and probably will!” 

Sally, who thrived on opposition, was 
even more determined to get this idea 
across. She continued with her explana- 
tion, “The way I planned, the truck would 
go out only twice a week. And—um—I 
thought it would be a good idea for you 
to go along with Jim on the trip. You could 
see your customers and talk to them, per- 
sonally.” 

“All right, if you can get seven orders 
today and tomorrow, we'll take them out 
on the third day,” said Mr. Haines. 

He departed, and Sally glared as the 
front door slammed. “So he thinks it won't 
work!" she muttered. She began telephon- 
ing immediately. By closing time, she had 
talked with six customers and received 
only two orders. Five more orders were 
needed. 

There were some interruptions and de- 
lays the next day so that by two o'clock in 
the afternoon Sally-Sue had talked to only 
nine of her prospects. She secured three 
more orders. There were three prospects 
left on the chart and she needed two orders 
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convince her father that 
more feed can be sold 


to prove that the scheme was a good one. 

Her next attempt netted a flat refusal. 
The farmer was out in his wood lot and 
couldn't be called to the telephone, and 
his wife was sure that they needed no 
feed. She put in a call for Bill Teesen, who 
operated a poultry farm. Bill was glad to 
have her call as he needed some high 
vitamin content feed for his flock and 


SALES 


didn’t want to come into town. 
With a little prayer, Sally put in the 


final call. When she got Mr. Dobley, a 
dairy farmer, on the line she exerted all 
of her sales ability and personal charm to 
sell him something—anything—so long as 
it constituted the SEVENTH order. “But”, 
he argued, “I've got lots of small grains 
and ensilage this winter.” 

“Mr. Dobley”, pleaded Sally-Sue, “you've 
got a large investment in your herd. For 
months you bought every possible kind of 
special feed to build firm bodies. You have 
been repaid by getting large cream checks 
every month, but now, by depriving your 
herd of essential ingredients like proteins 
and vitamins you're likely to undo much 
of the good work that has been done”. 

“Well, I've got all this grain on hand 
and I want to use it up. You can tell your 
Dad that when this stuff is gone, I'll be in 
for mcre dairy feed,” and he hung up. 

Sally sat back in a dejected little heap. 
Eighteen calls and only six orders. She 
could go forward into the next day's calls, 
but she had determined not to do that. 
The six orders she had obtained were for 
quite a lot of merchandise, but she had 
failed to meet all of her father’s challenge. 

A half hour later the telephone rang. 


It was Mr. Dobley on the wire again and 
Sally could hardly believe her ears when 
he said, “Young lady, I’ve been thinking 
over what you said. Your Dad has been 
preaching quality and consistency in feed- 
ing programs to me for years. Maybe I 
should have something to use with this 
other stuff I’ve got here.” 

“Oh. indeed, you should!’ crowed the ex- 
cited Sally. “We have just 
the right supplements to 
provide the necessary in- 
gredients to round out a 
feeding program using 
ground home grown 
grains.” 

“Well, send out about 
four or five bags, and I'll 
try it out.” 

The following morning 
Sally handed her amazed 
father seven orders. Later 
he and Jim drove off to 
deliver the supplies to 
their customers. 

Returning to the office 
late in the afternoon, Mr. 
Haines wore a pleased 
expression. “That idea of 
sending me along on the 
deliveries was a splendid 
one, Sally,” he = said. 
“Everyone we saw was 
friendly and most of them 
had feeding problems to discuss.” 

Sally smiled and continued with her 
work “Would it take much extra work to 
put that chart on a permanent basis?” her 
father asked hesitantly. 

Sally sternly repressed a temptation to 
gloat just a little bit. “I’ve already got it 
worked out to the middle of May, Dad, 
and it'll be very simple to just keep on, 
day by day.” 

Mr. Haines nodded his head in wonder- 
ing appreciation of his offspring and re- 
marked, “My dear, you’re always several 
jumps ahead of me. This business is be- 
ginning to show signs of new life and it’s 
all due to you. It won't be long now and 
we'll have to think of raising your salary 
and putting your name on the door.” 

“You can raise the salary any time”, re- 
torted Sally-Sue, “but don't be hasty about 
the name. After all,” she drawled, “you 
never know when some huge feed com- 
pany might discover me and persuade me 
to revolutionize their merchandising 
methods.” 

“Well” chuckled Mr. Haines, “you're the 
girl that would give them a run for their 
money, if they give you a chance.” 


(To be continued) 
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to large and small lot 
buyers boosts profit 


T'S rather unusual to find feed 

merchants who cater to real 

dirt farmers and city gardeners 
and do such a successful business 
as Habig Bros., operating in a 
south side downtown location in 
Indianapolis, Ind. Will and Frank 
have been operating for about 
thirty years and are highly esteem- 
ed by their customers and competi- 
tors alike. 

The Habig store is a practical 
utility sort of business place, clean 
and very well arranged, with the 
office just inside the front entrance. 
The stock is so arranged that it is 
easy to get almost any article need- 
ed with a minimum of walking. 
There seems to be plenty of room 
for everything. Yet there is no waste 
space discernible. 

These feed merchants are conser- 
vative advertisers, using the news- 
papers to some extent. They also 
encourage customers to tune in on 
the feed manufacturers’ radio 
broadcasts. One of Frank Habig’s 
pleasant memories is of visiting the 
studios of WLS, Chicago, where he 
saw the program put on. It is the 
feeling there that this is a good time 
for a feed business to expand and 
to advertise more extensively in 
keeping with the expansion—if the 
dealer feels like getting in on a 
little bigger scale. 


“We've been here a long time 
and are not particularly ambitious 
so far as enlarging our operations 
is concerned,” continued Mr. Habig. 
“We're doing a better business than 
we were a year ago but I regard 
this merely as a reflection of better 
general business conditions the 
country over.” 


In addition to the building which 
houses the office and storeroom, 
the firm has another building util- 
ized for the grinding and mixing of 
feeds. In all the years this busi- 
ness has operated, attention has 
been given to completeness of serv- 
ice. It is the intention of the Habigs 
to have everything which can be 
readily sold and to carry as little 
dead stock as possible. In the feed 
milliiig end of the business, there 


is all the machinery for which there 
has ceveloped a need, installed as 
conveniently as it can be, and kept 
in excellent working condition. 
“We feature a nationally adver- 
tised brand of commercial feeds be- 
cause there is a demand for it,” ex- 
picined Mr. Habig. “We have a de- 
mand for our own mixed feeds too, 
cand we strive to make these feeds 
as good as we can. When a chance 


GOAT ENTHUSIAST — Mr. 
Habig also owns a goat dairy 
in addition to operating a suc- 
cessful feed business. His fine 
modern goat dairy building can 
be seen in the background. 


appeared to sell dog food we pre- 
pared to satisfy the demand. It's 
the same with remedies, insecti- 
cides, and plant foods—as soon as 
we saw that our customers would 
buy them we prepared to sell them.” 


This feed business has been be- 
fore the public so long that the 
owners are more or less inclined to 
let goodwill carry the advertising 
load. Every day they try to increase 
the number of customers so well 
pleased that they will induce others 
to buy there. However, there have 
come times when business slumped 
for some reason. Then they have 
used more printer's ink until vol- 


ume was back to where it was sat- 
isfactory again. The fact that re- 
covery from slumps has been made 
through advertising convinces the 
Habigs that under the conditions of 
the modern world, it is the one road 
to greater success. The younger 
the business the more necessary it 
is, they believe, to maintain a profit- 
able volume by constant adver- 
tising. 

Now, you take the tenant farm- 
ers in the vicinity of Indianapolis. 
I know many feed dealers are 
afraid to trust tenants. My observa- 
tions is they are as honest as any- 
body and in many cases are mak- 
ing more money than farmers who 
own their land. We've been here 
a long time, know a lot of people, 
and are fairly well informed as to 
local conditions. Our customers are 
our friends, too, and we are on very 
familiar and friendly terms. So 
credit risks are not a source of any 
great big worry here.” 


The Habigs probably buy more 
from farmers than they sell to them 
but they buy supplies from eleva- 
tors, too. In fact, the trend of recent 
years is away from direct farm buy- 
ing. However, the basis of all feed 
milling and feed selling is, in its 
last analysis, farming of some sort 
somewhere. So they are keenly in- 
terested in all the country people 
are doing, in their successes and 
failures. 


Frank Habig says that in the 
years he has been in business, 
while the changes have been very 
great, the basic principles are the 
same. People still like to be treated 
with friendliness and the average 
man buying feeds, seeds, or farm 
supplies isn’t likely to be an indi- 
vidual standing very much on dig- 
nity or formality. In handling help, 
he thinks pleasant treatment and a 
regular application of the Golden 
Rule are just as effective in main- 


(Continued on Page Thirty-Nine) 
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OR QUALITY MIXING 


BIG figures on the PROFIT side of the ledger tell the story of 
mashes made the VITADINE way. 
Because including VITADINE in your feeds makes the 
use of Feeding Dried Milk unnecessary, and supplies enough 
Vitamin D for the average feed formula at 100 Ibs. to the ton. 
And... because VITADINE feeds produce RESULTS for 
feeders and PROFITS for you, a lasting demand is created. 


Jatchloras 


WAUKEGAN ILLINOIS 
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Lime Cnest Caleite Flour or "Grit” 
RICH IN MINERALS—LOW IN COST 


HOME OF “LIME CREST” CALCITE PRODUCTS* 
Lime Crest Calcite supplies needed minerals at low cost. 


The feed manufacturer when adding even plain LIME CREST CALCITE 
FLOUR to his feeds for Calcium is at the same time enriching the ration 
with fractional amounts of valuable “trace” elements — Iron, Copper, 
Magnesium, Zinc, and many other factors that influence mineral metabo- 
lism. And the cost is lower than for practically any other feed ingredient. 


The Lime Crest Way is an excellent way for the feed manufacturer to 
furnish minerals to users of his feeds — at low cost. Do this: 


First, mineralize your mash feeds the Lime Crest 
Way with LIME CREST CALCITE FLOUR — plain, or 
with Iodine or Manganese or both added to fit your 
formula. 


Second, have your dealers stock LIME CREST CALCITE CRYSTALS 
with which they can fill “grit” orders. This Crystal-Hard Grit 
is needed by poultry for grinding and as an additional source 
of Calcium and “trace” minerals for body repair and shell- 
making whenever Nature tells them to mineralize. 


Learn more about the Lime Crest Way of using Lime Crest Calcite 
Flours and Crystal “Grit”. Your customer’s flocks need Calcium and 
other minerals to pay a profit. For full information on plain Calcite 
Flour, Iodized Calcite Flour, Manganesed Calcite Flour or Maniodized 
(Manganese and Iodine) Calcite Flour — and about distributorships for 
Lime Crest Calcite Crystals — address: 


LIMESTONE PRODUCTS CORPORATION OF AMERICA 
BOX 6, NEWTON, NEW JERSEY 


*Lime Crest Calcite Products come from the mineralogically rich deposit known as 
Franklin white crystalline limestone located near Newton, New Jersey. The unusual 
character of the calcite—natural crystallized calcium carbonate—found here makes it 
particularly valuable as a mineral supplement for poultry and animal feeding. 


P. C. Kamm Veteran 
Grain Man Dies 


The grain trade was saddened on Janu- 
ary 12 when Philip C. Kamm, oldest mem- 
ber of the Milwaukee Grain & Stock Ex- 
change, and head of the grain firm bear- 
ing his name, died following a brief illness. 
Mr. Kamm is shown below celebrating 
his 85th birthday with his son, Conrad. 

Mr. Kamm was born April 15, 1854 at 


Wiesentheid, Bavaria. He came to this 
country in 1873, managed a brewery and 


later sold brewery supplies. From this 
point it was a natural step to devote him- 
self entirely to the grain business. He form- 
ed a partnership with the late Max Hottelot. 

In 1891, 50 years ago, he formed his own 
firm and had headed it ever since. Mr. 
Kamm is survived by his son Conrad C. 
Kamm, vice-president of the P. C. Kamm Co. 

@ LOUIS B. ULFERTS, Waukesha, Wis., 
eastern Wisconsin representative of the 
Pillsbury Flour Mills Co. commercial feed 
department, attended a short course on 
poultry diseases at the Dr. Salsbury Lab- 
oratories, Charles City, Ia. last month. 

@ TIMMER feed mill, Pease, Minn., recently 
installed a one-ton Sidney mixer. 

INDIANA 

Brookville Feed & Coal Co., Brookville, 
has been taken over by John Bummer, 
former co-owner. 

Kellam & Son, New Lisbon, recently suf- 
fered a loss of $6,000 when its grain ele- 
vator was totally destroyed by fire. 

Reed's Feed & Supply Co., Decatur, was 
purchased recently by Joseph Stiefel, Fort 
Wayne, and will be run under the name of 
Stiefel Grain & Supply Co. 

Cambridge Feed Mills, Inc., Cambridge 
City, held its fourth annual Christmas party 
for its employes and distributed bonus 
checks Dec. 28. 

West Side Feed Store, Indianapolis, was 
recently taken over by C. C. Forward. 
Former owner was the Garten Feed Co. 

William Wallace Busenbark, 80, retired 
feed and grain dealer in Montgomery 
county, died recently at his home in New 
Market. 

Ray Beeler, Brownsburg, recently leased 
store quarters and opened a feed store. 

Lawson Feed & Chick Store, Gaston, 
opened for business recently. C. J. Lawson 
is the owner and manager. 
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Boys Raise Chichens 


new york dealer opens 
new market on feeds 


ATISFIED customers are an 

outstanding asset of any feed 

dealer's business and most 
certainly one of the best methods 
of advertising and getting addition- 
al customers, Raymond Pflug of 
Pflug Bros. in Valley Stream, N. Y. 
has found. 

In the 25 years that Mr. Pflug has 
been associated in the grocery and 
feed business on Long Island, he 
has tried to promote his business 
on a friendly basis, believing at all 
times that sales follow goodwill. 
While this is a known fact, few 
dealers, says Mr. Pflug, who now 
specializes in feed, hay, and grain, 
take it seriously enough to follow 
it as a policy. 

The operation of Pflug Bros. boils 
down to the fact that it is run along 
a “how-do-you-do” and “thank 
you” basis, always having an ear 
for everyone's feed problems, and 
trying to do the things that make 
men think better of one another. 
In fact, Mr. Pflug tries to do the lit- 
tle things the average feed dealer 
might not think of doing. 

While he advertises occasionally 
in the small papers circulating in 
and about Valley Stream, the big- 
gest part of his budget goes for ads 
in church programs. 

“Most feed dealers take space in 
periodicals with the expectation of 
finding people buying from him on 
the basis of the ad and soon after 
it hits the street,’ says Mr. Pflug. 

“It is not that I wouldn't like to 
see a steady stream of customers 
coming into my store immediately 
upon reading my ad. But, there 
are other ways of building business, 
I think. I build goodwill and the 
sales take care of themselves. An 
ad in a church paper is most gen- 
erally read by the members of that 
one congregation. Right there I 
limit my customers to a definite 
group but I spread my ads among 
several churches. This is the way 
I cover the field.” 


Mr. Pflug went on to explain that 
such advertising has established 
him as a person who is interested 
in the growth and progress of the 
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community. Church committees 
have grown to count him as a loyal 
booster of any program they under- 
take. Word of this has been spread 
from one group to another. It has 
helped him attain a sales volume 
of almost $100,000 a year. 

“Goodwill,” declares Mr. Pflug, 
“is not sufficient to keep any busi- 
ness going. It takes sales. They 
will come in time but every dealer 
wants to make them as soon and 
as often as possible. When a cus- 
tomer comes into my store, I try to 
see that he is satisfied not only with 
the price of the commodity bought 
but with the results.” 

“Another thing that I find around 
Valley Stream is that we have a 
good many boys who are interested 
in poultry raising. Some of them 
have only 20 or 30 chickens in their 


BOYS AND GIRLS like to raise 
chickens when they get the 
proper advice. Here is Ray- 
mond Pflug starting a young 
lad off with the right sugges- 
tions. The other picture reveals 
the neat appearance of the 
Pflug feed establishment. 


flocks, but they work with them 
diligently. It is true that such flocks 
will not use a lot of feed—that is, 
sufficient to make or break a dealer. 
However, there is no reason why 
these youths can't be shown the 
profits to be made in this type of 
work and make it their business in 
later life. In the meanwhile they 
use feed and these small sales do 
help to boost total sales,’ Mr. Pflug 
explained. 


A’small fleet of trucks is required 
to handle the volume of business at 
the Pflug store. Deliveries are made 
on daily schedules except Friday 
when only telephone orders and 
extra large orders, promised on this 
day, are sent out. No salesman for 
the specific work of soliciting is 
employed but the truck drivers 
make it a point to call on prospec- 
tive customers to see what they 
want. No deliveries are delayed for 
the firm has a strong policy of hav- 
ing the purchase on the ground by 
the time promised or before. This 
is another star in Mr. Pflug’s cap 
and has netted him plenty of sales. 

The office of Pflug Bros. was orig- 
inally on North Central Avenue. In 
the last few years, it has been mov- 
ed back into one of the six ware- 
houses used by the firm. The old 


office, recently renovated, is used 
as a show room. Window displays 
are frequently changed and made 
as attractive as possible. Mr. Pflug 
explained that while his office was 
only 50 or 60 feet from the street, 
it would be difficult for new custom- 
ers to find it. When they see the 
windows, they know that the office 
must be nearby. 

“We try to make it as easy as 
possible for customers to buy from 
us. Since we carry a complete line, 
have many satisfied customers, you 
can readily see why Valley Stream 
poultry raisers look for Pflug Bros. 
We like to help our patrons. They 
appreciate our interest.” 
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FOR THE 


RIGHT ANSWERS 


on the Profitable use of 


Are you taking full advantage of the profit-making possibilities of Wheat Germ 
Oil? Remember this important fact: The Amburgo Corporation has pioneered 
in this field. We were one of the very first to go out and show dealers how to 
improve their feeds and make a profit with Wheat Germ Oil. Pure, biologically 
assayed cold-pressed Amburgo Wheat Germ Oil is the fruit of our years of 
practical experience; it is made to those specifications that we know a Wheat 
Germ Oil should have. 


We don’t want just to sell you a shipment of Amburgo Wheat Germ Oil, and 
then forget about you till it’s time to reorder. We want to help you increase 
your profits, by helping you make a BETTER feed at LESS cost with Amburgo 
Wheat Germ Oil. So we offer the Amburgo Feed Improvement Service. Our 
representatives, trained in FEED RESEARCH and FEED ECONOMICS, will work 
out with YOU, the best and most profitable formulas to fit YOUR particular 
requirements. 


Amburgo Wheat Germ Oil is “Cold-pressed” from selected high 
grade wheat germ by General Mills, Inc., the largest cereal milling 
organization in the world. Each lot of Amburgo Wheat Germ Oil is 
stabilized and biologically tested to prove its uniformly high potency. 


IMPROVING 
your QUALITY 


LOWERING 
your COST 


AMBURGO CORP. 
Broad Street at Nedro Avenue, 

Philadelphia, Pa. 

Gentlemen: 

Please send me, without obligation on my 
part. your handsomely illustrated booklet: 
“FACTS ABOUT WHEAT GERM OIL” 
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Badger Seed Dealers 
Stage Essay Contest 


An essay contest for Wisconsin farm boys 
and girls enrolled in vocational agricultural 
courses is being sponsored by the Wiscon- 
sin Seed Dealers association. Prizes total 
$50.00 

The subject of the essay submitted must 
be, according to officials of the associa- 
tion, “Advantages of Using Good Seeds on 
the Farm”. Length of the essay should be 
not more than 1000 words. 

E. D. Holden, Agronomy Bldg., Madison, 
is the essay contest advisor for the associa- 
tion. Students interested in entering the 
contest, which ends March 15, should get 
in touch with Mr. Holden. 

@ RAY WALTERS, Harlan Rendering Co., 
Harlan, Ia., a director of the Western Grain 
& Feed association, likes to tell how his 
friend, Walt Fuller, manager of the Des 
Moines Elevator Co., Des Moines, brought 
his lunch to a feed dealers’ meeting that 
Mr. Walters was holding at Harlan. Walters 
had invited Fuller to the luncheon meeting 
and he, not knowing that arrangements for 
the luncheon had all been taken care of, 
brought a lot of cold cuts and other gro- 
ceries to the meeting place. Walt ate ham 
sandwiches while the rest of the gang 
feasted on chicken. 

@ L. C. WEBSTER. secretary of the North- 
west Country Elevator association, Minnea- 
polis, has been notified that he will soon 
be called to active duty in the office of 
the Quartermaster General of the United 
States Army at Washington, D. C. Captain 
Webster is serving his second term as 
chairman of the Secretaries Circle of the 
associations affiliated with the Grain & 
Feed Dealers National association and his 
duties in this capacity will hereafter be 
carried on by W. W. Cummings, secretary 
of the Ohio Grain, Mill & Feed Dealers 
association, Columbus. 

REBUILD LINCOLN’S MILL 

The grist and saw mill which Abraham 
Lincoln operated for eight months in 1831- 
32 at New Salem, Ill. is being restored and 
will be on exhibit in New Salem State park 
next summer. The restored mill and dam 
will run with water from a specially-con- 
structed mill pond. A miller, wearing the 
blue jeans and cambric shirt common in 
an earlier day, will grind cornmeal and 
sell it in little sacks stamped with a like- 
ness ‘of young Lincoln. 

TITUS PUBLISHES BOOK 

Harry W. Titus, Ph.D., in charge of poul- 
try nutrition investigations, U. S. depart- 
ment of agriculture, national research cen- 
ter, is the author of a new book entitled 
“The Scientific Feeding of Chickens”. The 
book is published by The Interstate Printers, 
Danville, Ill. and sells for $1.00 per copy. 

Dr. Titus’s new book is a condensed, 
authentic and scientific treatise on nutritive 
requirements of chickens and nutritive 
properties of feedstuffs. 

@ EARL RANDALL, Randall Mills, Tekon- 
sha, Mich., is confined to his home because 
of illness. 
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N December 19, 1940, a group 

of farmers attended a feed- 

grinding demonstration on a 
stock farm near Fremont, Indiana, 
sponsored by the County REMC to 
sell the idea to farmers that they 
can earn and save money grinding 
their own feed. Primarily the plan 
is designed to build power loads on 
the rural electric lines comprising 
about 1,200 farmers in the REA 
project. 

A factory representative demon- 
strated one corn-grinding unit pow- 
ered with a 5 h.p. motor, one sheller 
and one hammer mill while the 
county agent and a Purdue repre- 
sentative lectured on low operating 
costs, potential savings and extra 
economies of home grinding over 
trucking grain to and from the feed 
mill eight or ten miles away. 

These interested farmers were 
told that they can grind for about 
one cent per 100 lbs., and that their 
local rates would drop to one cent 
per kwh after the first 100 kwh, pro- 
viding they have or install an elec- 
tric water heater in the home. Sig- 
nificantly, this rate is much less 
than any minimum available to 
commercial operators. 

The most important factor for feed 
mill operators to consider is that 
REA is nation-wide. One wonders 
if it has occured to REA that feed 
mills need this business to keep 
small industries alive in small 
towns, and that feed mills are ren- 
dering a farm service far beyond 
that which any farmer can produce 
for himself with a small ‘coffee mill’’ 
feed grinding outfit. This program 
backed by the national REA pro- 
jects and assisted indirectly by farm 
magazine advertising and imple- 
ment dealers, may spread to such 
proportions as to cut deeply into 
the volume and profits of feed 
dealers. 

This condition raises a perplexing 
question — how can dealers indi- 
vidually and collectively deal with 
this problem? It is full-charged with 
dynamite. In the opinion of several 
responsible feed dealers in the area 
directly affected, results are not im- 
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urged to grind their own 
grain and save money 


possible of achievment, but it must 
be handled with a high order of 
diplomacy, lest the very opposite of 
the desired objective will be 
wrought. 

For example, E. C. Bingaman, 
Fremont Elevator Co., of Fremont, 
Indiana told your reporter that 
while it is fundamentally impracti- 
cable, and a costly experiment for 
all but the very largest stock grow- 


In our December issue we published a 
story about a Michigan power company 
which urged farmers to buy grinders and 
grind their own grain. Here is another 
story on the same subject — this time 
about grinding on farms in Indiana. In 
this case the power behind the movement 
is the COUNTY REMC. Are there any or- 
ganizations in your state urging farmers 
to grind their own grain? If so, The Feed 
Bag would like to have all the facts. 


ers to attempt to do their own grind- 
ing, the mere fact that you tell them 
that, creates the false impression 
that your motives are entirely self- 
ish. “In other words, you can't en- 
gage in any general campaign di- 
rect to farmers in which you advise 
against the use of farm-grinding 
units. You would defeat the very 
purpose desired in doing that,” he 
warned. 

Mr. Bingaman is in accord with 
many other feed mill operators that 
a direct mail campaign which gives 
proven facts and figures covering 
the farmers’ profit program by feed- 
ing properly mixed and properly 
proportioned feeds for dairy herds, 
hogs and poultry in and throughout 
the various seasons of the year, 
will go further than any thing else 
to discourage private grinding and 
keep the farmer a regular customer 
of the mill. “Avoid mentioning or 
making any reference to the farm- 
ers’ idea of installing his own equip- 
ment, lest the idea be put in his 
mind, or create the idea that your 
motives are selfish,” Bingaman be- 
lieves. 


“Contrarily, if the subject is 
brought up, or if any farmer known 
to be considering putting in a pri- 
vate grinder, I would not hesitate 
to tell him face to face that it in- 
volves too much investment. He's 
already burdened with heavy in- 
vestments in tractor, truck and 
other major equipment for his small 
farm, a fact which is proven by the 
number of idle farms, empty farm 
houses, and sub-dividing once 160 
acre farmsteads into smaller ones 
ranging from 40 to 60 acres. 


“It's a novelty that intrigues you. 
You may think that you are saving 
yourself the time and labor of haul- 
ing your feed to mill and back 
home, saving the cost of grinding. 
Don't think I am selfish about this 
matter. I don't blame you in the 
least for buying any equipment that 
actually saves you money in the 
long run, or saves you labor. Put a 
grinder in if you want to, but don’t 
be deluded by the alluring promises 
of economy. Your power costs are 
low, admittedly. But when you 
count the wear and tear on your 
machines, interest on your invest- 
ment and your time operating these 
small mills, you have gained noth- 
ing in the long run. 


“Suppose that you can grind 
grain for one cent per 100 lbs. as 
claimed. That is power cost alone. 
But watch out for the joker in the 
wood pile—this one cent power cost 
is based on the lowest possible 
minimum, and may easily go far be- 
yond that figure. A 5 to 7¥2 hp. 
motor for feed grinding, based on 
accurate and indisputable tests will 
range upwards to three kwh per 
100 Ibs. of grain, and unless you 
are a big user of electric power, 
your grinding costs for power alone 
may run you up to 15 cents per 100 
Ibs. Use your own judgment, but 
don't take my word for it. I can tell 
you where you can find feed grind- 


(Continued on Page Twenty-eight) 
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FROM THE 


US COWS, WE PRODUCE 
THE B-G VITAMINS 


MILK 


Two Products Made for Poultry Mashes 


REG .U.S.PAT. OFF. 


The B-G vitamins of milk 
are many and in Flaydry 
you get all that milk has. They are important to growth, hatcha- 
bility and egg production. Scientific and practical tests have 
proved this during recent years in hundreds of feeding trials. 

Flaydry provides for feed manufacturers the means of 
adding dependable standardized amounts of Milk's B-G vit- 
amins needed by birds at all ages for complete nutrition. 
The B-G vitamin factors of milk in Flaydry are concentrated 
in natural combinations. With Flaydry you are adding growth 
and health building powers to your mashfeeds by way of 
extra vitamins from milk. 


REG .U.S.PAT. OFF. 


Fiaydry D contains besides the B-G vitamins of milk natural 
vitamin D, from fish liver oils, tested on chicks according 
to AOAC standards for potency. Flaydry D is an economic 
source of vitamin D. Its dry product form makes it easy to 
mix and easy to handle. We can supply any potency you 
specify. Each shipment is backed by Borden's Certificate of 
Guarantee for vitamin D potency. 


Leading feed manufacturers have recognized the value of and are using these 
two products made to fit the requirement of modern poultry feed formulas. If 
you are not acquainted with the merits of Flaydry and Flaydry D write today 
for full information. 


— GROWTH + HATCHABILITY + EGG PRODUCTION 
HE BORDEN COMPANY 


Special Products Division 
50 MADISON AVENUE, NEW YORK, N. 


Mutual Millers Hold 
Meeting at Buffalo 


Many eastern dealers attended the an- 
nual mid-winter meeting of the Mutual 
Millers and Feed Dealers association, Feb- 
ruary 7 at the Hotel Buffalo, Buffalo, N. Y. 

One of the principal speakers was Dr. 
A. J. Pacini, Archer-Daniels-Midland Co., 
Minneapolis, who spoke on wheat germ 
oil. His talk was very interesting. He told 
of the development of this important oil 
and its place in the industry. 

Ray Bowden, executive vice president of 
the Grain & Feed Dealers National asso- 
ciation spoke on recent national legisla- 
tion affecting the grain and feed trade. 
In charge of arrangements for the meeting 
was the Flour Club and Corn Exchange. 
Grover Town, Forestville, N. Y., president, 
conducted the meeting. 


THOMPSON TO NEW POST 

W. E. (Tommy) Thompson has been ap- 
pointed sales representative for the special 
markets division of White Laboratories, Inc., 
Newark, N. J., according to an announce- 
ment by W. R. Cassell, vice-president. Mr. 
Thompson will present CLO-TRATE vitamin 
oils to the trade in several southwestern 
states where he has previously represented 
Calcium Carbonate Co., Chicago. He will 
work under the direction of Henry W. 
Swanson, regional sales manager for the 
territory west of the Mississippi. 


Calendar 


of coming events 


Farmers Elevator Association of 
Minnesota, Radisson Hotel, Min- 
neapolis .......... Feb. 18-19-20 

Pacific Northwest Feed Associa- 
tion, Inc., New Washington Ho- 
tel, Seattle, Wash.....Feb. 19-20 

Farmers Elevator Association of 
Ohio, Secor Hotel, Toledo, O. 

Farmers Grain Dealers Associa- 
tion of Indiana, Spencer Hotel, 
Marion, Ind........... Feb. 26-27 

Ohio Grain & Feed Dealers Asso- 
ciation, Deshler-Wallick Hotel, 
Columbus, ©.:....... June 2-3 

Central Retail Feed Association, 
Schroeder Hotel, Milwaukee, 
June 9-10 

Society of Grain Elevator Super- 
intendents, Minneapolis, Minn. 

American Feed Manufacturers As- 
sociation, Homestead Hotel, Hot 
Springs, Va...... June 12-13-14 

International Baby Chick Show, 
Municipal Auditorium, Kansas 

American Soybean Association, 
Des Moines and Ames, Ia..... 
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HERE’S no more historic spot 

in West Virginia than Berkeley 

Springs. It is just a small town 
in Morgan county now, surrounded 
by scenery, tomato fields, and ap- 
ple orchards. The West Virginia 
Foundation for Crippled Children 
maintains a hospital to utilize the 
health-giving warm springs. In the 
old days, Gen. and Mrs. George 
Washington vacationed there. In 
fact, it was the proud gathering 
place of most of Virginia's great. 


Some thirty years ago, G. P. New- 
braugh started in the feed business 
there. He is still on the job, one of 
the most enterprising up-to-the- 
minute merchandisers in the coun- 
try. He focuses selling efforts on a 
single nationally-advertised brand 
of commercial feeds, selling also 
seed, coal, fertilizer, and flour, plan- 
ning this year to establish a new 
egg-grading station. With four em- 
ployees, he does an annual volume 
of approximately $75,000. 


“We operate in a very conveni- 
ent location, only two blocks from 
the center of town,” he explained 
recently. “Surrounding us are hills, 
with tomato growers in the majority. 
But, of course, a certain amount of 
dairy operation is found and poul- 
try flocks, here and there. We have 
managed to do very well by stock- 
ing the kind of merchandise our 
people can use profitably and by 
going right after the business. I 
believe I can say that our success 
is due largely to constant personal 
contacts and to our sincere desire 
to give every man a square deal. 
Thirty years of that sort of business 
policy in action draws trade to a 
feed dealer and we feel now that 
it is the only way to run a feed and 
farm supply business.” 

Mr. Newbraugh is always willing 
to cooperate not only with rural 
people but with all other business 
interests in Berkeley Springs. In the 
various public events there of re- 
cent years, he has won quite a re- 
putation as a designer of floats. In 
fact, some of the parades featured 
Newbraugh floats and won for the 
feed man bits of national publicity. 
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helps newbraugh to build 
good will and business 


“We believe in merchandising in 
the modern manner,” he declared. 
“That means we go after business 
which seems timid about coming 
to us. I have a good man devoting 
virtually all his time to farm can- 
vassing. This kind of direct sales- 
manship does more than merely 
place more commercial feeds or 
fertilizers. It creates new friendship. 
It keeps us informed as to what is 
going on in the rural districts, about 
farmers who are increasing their 
efficiency, and about farmers too 
who are slipping. My experience 
is @ man can never know too much 
about local conditions and about 


ALMOST any farmer would 
be attracted to the neat- 
appearing feed mill of G. P. 
Newbraugh. You'll notice, 
too, that he makes the most 
of outdoor display facilities. 


the farmers and poultrymen who 
live over the trade territory.” 
“Radio is a great thing, more and 
more to be used by commercial feed 
manufacturers,” said he. “My man- 
ufacturers sponsor a good program 
and I find it easy to ‘plug’ for the 
program locally. Folks are always 
talking about this program and that, 
making it easy for the feed mer- 
chant to make a suggestion. In our 
program, we have good practical 
points brought up from time to time 


and I enjoy mentioning these things 
to my customers. While they are 
getting their entertainment, I like 
to see them getting an advertising 
message designed to help them and 
to benefit me. I feel that if a feed 
manufacturer can afford to buy fine 
printed advertising, we as retailers 
can afford to place it properly. If 
the manufacturers provide a radio 
program, we should hustle for lis- 
teners.”’ 

Mr. Newbraugh carries his end 
of the advertising work both ways. 
He has a good number of listeners 
regularly tuned in on the radio 
broadcast. He promotes the inter- 


ests of the commercial feed by care- 
ful distribution of all printed matter 
possible. It is not uncommon in all 
parts of the country to find ship- 
ments of booklets and folders of 
many different kinds unpacked and 
practically hid — in corners and 
under the counters. Some of these 
unopened shipments are covered 
with dust, so long neglected. 

“No good feed merchant will do 
that,"" he commented. “If all dealers 
did it, manufacturers would quit 
advertising through the retail stores 
and we would go back a long way. 
I've made it a practice to use all 
printed booklets, folders, and other 


(Continued on Page Thirty-seven) 
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WEIGHT OF CHICKS IN GRAMS 


“Dry skim milk possesses growth promoting properties 


GREATER than ean be ascribed to its flavin content.” 


6 


(Poultry Science, Vol. XIX, No. 6, page 427) 


RATION A-Contained Meat Scraps, Fish Meal 


and 5% Dry Skim Milk. 


— RATION B- Same as A, except no milk. 


Protein equalized with meat scraps 
200 micrograms crystalline riboflavin 
also added per 100 grams ration. 


AGE IN WEEKS 


* Further details on request. 


@ Another recent feeding trial 
furnishes more proof of the 
plus values of dry skim milk, 


as illustrated in this diagram. 
Ration B contained twice as 


much added riboflavin as con- 
tributed by the dry skim milk 
in Ration A. Both rations were 
alike in protein, calcium and 
phosphorus contents as well as 
the oats, bran, middlings, al- 
falfa, cod liver oil and salt.* 
Yet the chicks receiving the 
dry skim milk feed 

—showed greater growth, 
—consumed 11.5% more feed, 
—consumed less feed per unit 


of growth. 


It is the plus values of dry skim milk that account for its 
importance in chick mashes and other rations. There is NO 


substitute! Be sure you use enough for real efficiency. 


There is 
W NO. Skim 
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john dehner of iowa has 
used many of them 


competition and ren- 

der the right type of service, a 

man must constantly use good 
merchandising ideas, claims John A. 
Dehner, operaing the Dehner Feed 
Co., Burlington, Iowa, in partner- 
ship with his sons. 

“I've been in business here 24 
years and have seen a lot of mer- 
chants come and go,” he says, “The 
fellow who grows hot and goes 
cold, is enthusiastic and downcast 
by turns, just can't keep up in the 
long run. A dealer these days must 
stock up with what he can sell, go 
after customers and keep after them. 
When time affords he must clean 
up, rearrange his stock, place new 
wall advertising and take care of a 
score of other details. My observa- 
tion is a good feed man’s work is 
never done.” 

Mr. Dehner and the ten employ- 
es are busy folks. They sell a well- 
known line of commercial feed, 
handle seed, poultry supplies, many 
items of general merchandise and 
even retail a line of sporting goods. 
This looks like a big order but, in 
addition, there is a nice hatchery 
with 47,000-egg capacity. When 
nothing else is stirring, these folks 
manage to get acquainted with as 
many farmers as possible in Des 
Moines county—a community with 
many fine folks living on pleasant 
hill farms. 

Considerable cattle feeding is 
carried on, quite a few good hogs 
are fed for market, and there are 
dairy farmers of various degrees of 
skill. The better feeders are using 
commercial feeds in good volume 
and many feeders not so efficient 
are beginning to see the light. In- 
dications are that the volume at 
the Dehner feed store will increase 
in the months to come. 

“We operate in a good conveni- 
ent location right down in the busi- 
ness district of Burlington,”’ contin- 
ued Mr. Dehner. “We've been here 
a quarter of a century nearly and 
know the folks. Without any extra 
effort we try to create lasting friend- 
ships. So we're doing very well, all 
things taken into consideration, but 
we must keep hustling.” 
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Windows are changed weekly at 
the Dehner place of business. A 
good deal of effort is expended in 
live display work, particularly with 
chicks and dogs. This probably ac- 
counts for a part of the success they 
have selling quality chick mash and 
dog food. These folks believe un- 
qualifiedly in the merits of their line 
of commercial feeds and never get 
too busy with routine work to tell 
their commercial feed story to all 
prospective purchasers. A good live 
display demonstration sometimes 
brings the prospects into a good 
position for a sales talk. 

“We have men canvassing farm 
to farm for business,’ continued Mr. 
Dehner. “We believe this aggres- 
sive policy is a necessity these 
times. We deliver feed to farms if 
requested—and charge a fair price 
for the service. We try to distribute 
effective printed advertising at the 
right time and in the right places. 
In the matter of mailing lists—we 
try not only to have a good list in 


the hands of interested manufactur- 
ers but we try to keep the lists down 
to date, removing names and add- 
ing names as needed. All of these 
things require work and time but 
that is the road to success. In many 
ways, I believe meetings in cooper- 
ation with feed manufacturers will 
benefit all parties concerned.” 

It has been the experience of 
these feed men as of many others 
in various parts of the country that 
national radio broadcasts cannot 
fail to bring added profits to the 
retailers’ cash registers — the 
amount of extra business being 
somewhat dependent upon the in- 
terest taken in the programs by the 
dealers and their employes. It is too 
much to expect the general public 
to be particular about tuning in on 
a program when the dealers—the 
people who can profit in dollars 
and cents—refuse to listen. 

Feed manufacturers are now 
sponsoring some of the most enter- 


(Continued on Page Forty-seven) 


Toledo Board of Trade Leaders 


Re-elected for 1941 terms as officers of the Toledo Board of Trade are, left to right, 
standing, W. A. Boardman, treasurer; H. W. Applegate, second vice president, and A. E. 
Schultz, secretary; seated, M. H. Faulring, first vice president, and George Forrester, 


president. 
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ers buried under the hay, and taking up 
valuable space in sheds, abandoned by 
the owners because they found it didn't 
pay to grind their own feed.” 

To any farmer contemplating a private 
grinder, Mr. Bingaman points out with con- 
vincing logic that: “You can't fool a chick- 
en or a cow.” He has proved that improper 
feeding makes a good farmer a poorer 
farmer. 

Feed dealers interviewed were in com- 
plete agreement that the most potent sales 
argument in favor of the feed mill operator, 
as against private hap-hazard grinding is 


production of butter fat and eggs. 

J. L. McCammon of Cromwell, Indiana 
points out to his customers that from 12 to 
16 bushels of corn is required for each 100 
lbs. of pork growth when fed as pure un- 
mixed grain, whereas 5 bushels of ground 
corn thoroughly mixed with 40 per cent 
supplement will produce the same amount 
of meat. With 60 per cent corn, the cost is 
$7.20 on 12 bushel quota, compared to 
$4.35 in the scientific way, including cus- 
tom grinding-mixing costs at the well 
equipped feed mill. 

“Even supposing that the average farm- 
er knows this, and plans to mix his own 
grain at the farm. He is prone to follow 
the line of least resistance, and sooner or 
later forgets about the mixture, or neglects 


the Bag, 


FOR QUAKER FEED 


Yo make a clean-up in 


( — @ Sales of Ful-O-Pep Mashes are running at their high- 
iW > wh —— est level in all history, with a big chick season forecast 
for 1941! 


a @ Ful-O-Pep raised hens made outstanding records at 
iW ~ — the National Egg Laying Contests, giving Quaker Deal- 


ers great and effective talking points! 


__ @Strong advertising and merchandising on Quaker 
——__ Feeds will make selling easy throughout 1941. For 
details of a Quaker dealership, write 


THE QUAKER OATS COMPANY, CHICAGO, ILL. 


in the relative nutrition values of properly 
mixed feeds for growth of livestock and 
it entirely. At best, he cannot do a perfect 
job unless he also equips his outfit with a 
mixer in which case his investment gets 
out of bounds.” 

McCammon estimates that about one- 
fourth of the farmers around him have 
some kind of a feed grinder of various 
makes and sizes. Most of them no longer 
use them, as they have found from ex- 
perience and what he has told them that 
it does not pay. Whereas they may gain 
something one way, they lose all the gains 
and more in waste of feed values. 

Frank Bevington, manager of the Topeka, 
Indiana feed mill known as the Wolfe 
Grain Company, not only agrees with the 
above named factors, but that a thoroughly 
reliable and durable outfit adequate to 
the farmers’ real needs will cost upwards 
to $500 and $700, and will require at least 
a 20 h.p. motor to operate it. Along the 
public utility lines, a minimum monthly 
power bill amounts to $1 per h.p. “Unless 
he is an exceptionally large stock feeder, 
the farmer would find no incentive or profit 
in this category. 

As McCammon pointed out, try as hard 
as he can to get a lower rate on his aver- 
age monthly consumption of 2,000 kwh, 
four-cents per kwh is the best he has been 
able to achieve. This hardly coincides with 
the claim that “one-cent’’ power rates are 
available to very many farmers contem- 
plating a private feed grinding outfit. 

I. W. Schultz, proprietor of Home Grain 
Co., LaGrange, Indiana reports no concert- 
ed effort to mechanize the corn cribs and 
oats bins in his area with feed grinding 
outfits has been launched. Yet despite this 
fact several new ones have been put in by 
farmers near him during the past year. 

“Most farmers,” he says “are glad to 
listen to constructive sales points when 
directed in their specific interests. But there 
are some who have closed minds, and pre- 
fer to follow their own ideas. Some of them 
find this a costly experiment, and when 
they finally wake up to the real losses, 
they can be brought back into line. For 
example, one large hog raiser in our area 
has something like $12,000 tied up in two 
building units, attempting to raise several 
hundred hogs at a time in these close 


quarters. That cost him plenty in losses. 


through disease. He grinds his own feed. 
The mill is so small that it requires nearly 
continuous operation to provide adequate 
feed, despite the fact that he feeds lots 
of whole corn. 

“I believe we will be adversely affected 
temporarily with this program of private 
grinding, but I think it will wear itself out. 
Like the portable feed mill bogey, it will 
pass out of the picture. They could not 
make it pay. The cost of operation was too 
high in comparison to the benefits, then 
the operators lost so many accounts. They'd 
often find the farmer away from home, and 
could not collect for the work when it was 
done. This program or method took the 
farmer to some different town every time, 
where he was sure to buy something from 
some other dealer. Bring the farmer to the 
mill! That's the important thing, then you 
can sell him feed, remedies, and a lot of 
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Salsbury’s 1941 Ad 


Program Announced 
Officials of the Dr. Salsbury Laboratories, 
Charles City, Ia., have announced the 
company's 1941 advertising campaign 
which will appear in 43 publications. 30 of 
which are state and sectional farm papers. 


The campaign will be in support of Dr. 
Salsbury’s nation-wide poultry health 
service. 

A new all metal floor display rack will 
be made available to dealers. Dr. Sals- 
bury’s Phen-O-Sal girl will be on the job 
again this year, presented by a new and 
still more beautiful life-sized model sign 
made of durable cardboard and with a 
display shelf. In the picture above, Dr. 
Salsbury is introducing his new 1941 Phen- 
O-Sal girl to Mr. and Mrs. Poultry Raiser 
of America. 


other necessities which you handle. These 
little coffee mills simply won't do the job 
over a period of time, and like the portable 
feed mill, it will eventually pass out of the 
picture. However, when enough of them 
make their appearance, the plan can cut 
into the business and take away a lot of 
profits during the time farmers are finding 
out how costly their supposedly economic 
idea appeared to be.” 

From these reports, there seems to be 
enough evidence to prove that private 
home feed grinding is an economic loss 
to the farmer, not a gain. Feed dealers 
can combat this encroachment by pointing 
out personally to farmers at the feed mill, 
and at their homes how and why good 
equipment and scientific knowledge can 
provide them with better, more nutritious 
feed. By direct mail campaigns educating 
the farm trade upon all the advantages 
accruing from using your custom-service 
grinding, or the nationally advertised pro- 
ducts that you sell. 

Finally, one dealer proposed that inas- 
much as the REA is a farm co-operative 
program basically in the interest of farmers 
from every angle of economic progress, 
REMC project managers are doing a dis- 
service in making vigorous drives to build 
up power loads through this type of equip- 
ment, and could be courteously approach- 
ed with detailed cost and operating meth- 
ods to forestall encroachments in the feed 
industry, as well as saving farmers from 
the errors. 

@ FINIS E. Cowan, president of the Finger 
Lakes and Hudson Flour Mills, Inc., spoke 
recently at a Phalanx fraternity meeting 
on “The Romance of Milling”. 
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ANDERSON EASTERN MANAGER 

William A. Anderson has been appointed 
eastern division sales manager of New 
England By-Products Corp., Boston, Mass., 
with headquarters at 600 S. Delaware 
Avenue, Philadelphia, Pa., according to an 
announcement by the company. Mr. An- 
derson is well known throughout the trade 
and was formerly with the White Labora- 
tories of Newark, N. J. 


WELLER DIES 
Burt I. “Barney” Weller, founder of the 
Weller Metal Products Co., East Chicago, 
Ill., died December 27 following a brief 
illness. He was 64 years old. He was also 
a founder member of the Society of Grain 
Elevator Superintendents of North America. 


MICHIGAN 

L. W. Echstein, Tawas City, opened a 
feed store recently. 

Amendt Milling Co., Monroe, sustained 
a heavy loss through a fire last month. The 
blaze was caused by an explosion. 

Elevators at Hastings and Woodland will 
take over the business of the Smith Bros., 
Velte & Co. elevator, which has been dis- 
continued. 

Ubly Roller Mills, Ubly, was purchased 
recently by Ray Zulauf, Ann Arbor. 


@ SUPERIOR HATCHERIES and Corn Belt 
Feed Co., Boswell, Ind., recently sponsored 
their seventh annual broiler banquet, serv- 
ing over 600 guests. A floor show after the 
dinner was the feature of the evening. 


MODERN 


Livestock Feeders 
Like to stay with the 


Educational Service 


NATIONAL COTTONSEED PRODUCTS ASS'N., Inc. 


1411 Santa Fe Bldg 


Dallas, Texas 
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Dealers 


LIMAXING a successful for- 

tieth annual convention at 

the Columbia club, Indian- 
apolis, January 27 and 28, the Indi- 
ana Grain Dealers association elec- 
ted Carl T. Wilson, Sulphur Springs, 
to guide the destinies of the organi- 
zation during the ensuing year. In 
assuming the presidency of the as- 
sociation, Mr. Wilson succeeds Wal- 
ter Beck, Shelbyville, who served 
two successful terms. 


Luther Greenwood, Rensselaer, 
was elected vice president to take 
over the office formerly held by Mr. 
Wilson and R. B. McConnell and 
Fred K. Sale, both of Indianapolis, 
were re-named treasurer and secre- 
tary, respectively. 


Four new directors were also 
elected. They are Mr. Beck, Floyd 
Myers, Crown Point; Morris D. 
Campbell, Bunker Hill, and Fred 
Antell, Princeton. The retiring di- 
rectors are C. C. Barnes, Winchest- 
er; Victor Stuckey, Berne; H. E. Hut- 
ton, Vincennes, and Hal Thompson, 
Kokomo. 


The convention this year seemed 
to mark a new era for the organiza- 
tion. It attracted a large attendance 
and the program reflected a great- 
er interest in feed. Previously, grain 
trade problems have occupied the 
spotlight at the association's con- 
vention but this year there was an 
abundance of time given to feed 
problems, indicating that the mem- 
bers are turning to new avenues of 
revenue. 

Opening the program on Monday 
morning was a talk by K. J. Maltas, 
director of feed nutrition, A. E. Sta- 
ley Mfg. Co., Decatur, Ill. Mr. Mal- 
tas discussed the future of soybean 
products in relation to the feed deal- 
er and feeder. 


“The grower, feeder and feed 
man all have a mutual interest in 
the development of the soybean in- 
dustry,’ said Mr. Maltas. 

He traced the growth of soybean 
meal production from the 3800 tons 
manufactured in 1922 to the 1,330,- 
000 tons produced in 1939-40. This 
he pointed out was three times as 
large as linseed production and 
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discuss sales wage-hour 
law and other topics 


two-thirds of the cottonseed meal 
output. 

“Soybean meal production has 
opened a new market for protein 
concentrates,’ Mr. Maltas declared, 
“but it has not infringed on the 
market of other products.” 

Stating that there never has been 
an appreciable carryover of soy- 
beans from year to year, Mr. Maltas 
cited the reasons for the growth of 
the industry. The main reasons he 
said were the trend toward better 
feeding practice, the diversification 
of agriculture and the real worth of 
soybean meal as a protein supple- 
ment. 

“We could probably use a soy- 
bean crop twice as large as is 
grown today,” said Mr. Maltas. 
“Grain dealers should investigate 
the possibilities for profit in han- 
dling feed. In our opinion every 
grain dealer should also be a feed 
dealer. 

“Feed dealers should keep fair 
stocks on hand at all times, should 
know something about feed, ought 
to lay out a feeding plan for their 
customers and then sell the feeds 
that make the plan work. 

“Further, a feed dealer should 
know more than his customer, work 
with 4-H boys, refrain from cutting 
prices and stick to good lines of 
merchandise.” 

Following Mr. Maltas, President 
Beck offered his annual report on 
the progress of the association and 
predicted that a great many things 
are going to happen in 1941 to af- 
fect the lives of every one. 

Calling attention to the import- 
ance of the farmer in the life of the 
grain and feed dealer, Mr. Beck 
declared that “if the farmer fails 
we fail.” 

He warned members to look 
ahead to the payment of extra taxes 
and stated that all indications are 
for an upward trend in business for 
at least two years. 


Harold Stein, hearings branch, 


Wages and Hours division of the 
United States government, conclud- 
ed the morning session with an ex- 
planation of the wage hour act. 

Mr. Stein reported that the gov- 
ernment findings on the recent 
hearing to permit seasonal exemp- 
tions for grain elevators would be 
available about the middle of Feb- 
ruary. If the exemption is granted, 
Mr. Stein said, it would permit grain 
elevator employes to work 56 hours 
a week for 14 weeks in a year with- 
out the payment of overtime. 

He also informed the members 
that the division was working on 
the interpretation of the meaning of 
the retail establishment exemption 
as applied to the grain, feed and 
milling industry. 

Mr. Stein then answered many 
questions from the floor regarding 
the interpretation of the “area of 
production” as defined in the act, 
methods of figuring overtime and 
other features which have been 
hazy to the industry. 

Opening the afternoon session, 
Clarence A. Jackson, executive vice 
president of the Indiana State 
Chamber of Commerce, issued a 
warning regarding the apparent 
drift in governmental power to the 
federal government and away from 
local communities. 

Secretary Sale then offered his. 
annual report and pointed out the 
accomplishments of the organiza- 
tion in 1940. He cited the success 
of Indiana's first nutrition school at 
Purdue and reported that a similar 
school woud be held again this Fall. 
Mr. Sale declared that a year pre- 
vious he had set a goal of 50 new 
members for the association in 1940, 
and was happy to report that the 
drive fell only three short of the 
quota. 

Ray B. Bowden, executive vice 
president of the Grain & Feed Deal- 
ers National association, appeared 
on the Monday afternoon program 


(Continued on Page Thirty-three) 
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© prove life is no bed. 


of roses for an associa- 
tion secretary, The Feed Bag 
photographer trailed Fred K. 
Sale. secretary of the Indi- 
ana Grain Dealers associa- 
tion at his organization's 
annual meeting in Indian- 
apolis, January 27 and 28. 
Starting at the-top center 
and clockwise around the 
page you see first, Mr. Sale 
reviewing the preconvention 
publicity; making arrange- 
ments at the Columbia Club; 
alas, a wire from a speaker 
stating he cannot appear 
and subsequent head 
scratching: compiling the 
annual report: satisfying ex- 
hibitors who in this case 
happens to be Harry B. Ol- 
son, Chicago; instructing the 
girl regarding registration; 
lewer center, Mr. Sale dem- 
onstrates how large his 
hand feels after greeting 
visitors: next, J. P. Francis, 
Crawfordsville, Ind., in dis- 
cussion with Mr. Sale: Mr. 
Sale reads announcements: 
then passes out rewards 
during the “Feed Informa- 
tion Please” program; relax- 
ing at the banquet, and 
finally conferring with the 
newly-elected vice presi- 
dent Luther Greenwood. left, 
and president Carl T. Wil- 


right. 
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CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


DIPLOMACY 
Dealer: “Did I hear the clock strike 
three when you came home last night.” 
Son: “Yes, dad. It was going to strike 
eleven, but I stopped it so it wouldn't 
wake you up.” 
* * * 


Who was that lady I saw you outwit 
last night? 


DEFINITION 

Teacher: “What is geometry?” 

Feed Dealer's Boy: “The little acorn 
grew and grew, and one day woke up 
and said, Ge-ometry”’. 

* * * 
Advertising is like women—despite all 


criticism about it, we’ve never heard of 
anything to take its place. 


COD LIVER & 


FORTIFIED 


400 D 
2000 A 


VITAMIN D in AOAC units. 


Feeding Oil 
85D 


VITAMIN A in USP units. 


177 MILK STREET 


A COMPLETE LINE of vitamin oils; produced, tested 
and guaranteed by GORTON-PEW FISHERIES CO. of 
Gloucester, Mass.—America’s oldest and largest cod-fisheries. 


From the “GORTON FAMILY” you can buy 
the particular potency and grade of Oil best suited 
to YOUR feed-mixing needs at the most economi- 
cal cost. Gorton’s controlled production and labor- 
atory supervision (including A.O.A.C. chick-feed- 
ing tests) guarantees the vitamin content of every 
gram according to specifications. 


A CONSTANT SUPPLY from a RELIABLE SOURCE 
at LOWEST COST to meet YOUR PARTICULAR NEED. 
Buy from the “GORTON FAMILY.” Local sales agents and 


warehouse stocks available to serve you. 


NEW ENGLAND BY-PRODUCTS CORPORATION 


DIVISION SALES MANAGERS: 
WESTERN: E. F. Morris, 4949 Vincent Ave. So., Minneapolis, Minn. 
CENTRAL: James A. Zehr, Pettisville, Ohio (Mich., Ohio and Indiana) 
EASTERN: W. M. Andersen, 600 So. Delaware Avenue, Philadelphia, Pa. 


BOSTON, MASS. 


ACCIDENT 

“George, you may bring me two fried 
eggs, some grilled Virginia ham, a pot of 
coffee and some rolls,’ said the traveller 
to the dining car waiter.” 

“Yassa.” 

His companion said, “You may bring 
me the same, but eliminate the eggs.” 

“Yassa.” 

In a moment the waiter came back. 

‘“Scuse me, boss, but jes’ what did you 
say erbout dem aigs?” 

“I said just eliminate the eggs.” 

“Yassa.”’ And the waiter hurried away 
to the kitchen. 

In another moment he was back again, 
leaned confidently and penitently over 
the table and said, ‘We done had a bad 
accident just afo' we leave de depot dis 
mornin’ boss, and de liminator done got 
busted off, right at de handle. Will you 


take dem aigs fried same as dis 
gen’man?” 

* * * 

TOO BAD 


“How on earth did you come to get so 
completely intoxicated?” asked the judge. 
“I got into bad company, your honor. 
You see there were four of us. I had a 
quart of whiskey and the other three fel- 
lows were teetotalers.”’ 
* * * 


We seem to get along best when we 
pay strict attention to our own business 
but we don’t get much excitement out 
of it. 

* * * 
HE’S WATCHFUL 

A big buck Indian just ordered a ham 
sandwich at a drug counter and was 
peering between the slices of bread when 
he turned and said to the waiter. ‘Ugh, 
you slice ‘em ham?” 

The waiter replied: “Yes, I sliced the 
ham.” 

“Ugh,” grunted the Indian. “You darn 
near miss ‘em.” 


* * * 


DIFFERENCE 
She: “Sir, I'll have you know that I 
intend marrying an engineer and a gen- 
tleman.” 
Dealer: “You can't. That's bigamy.” 
* * * 
TURNOVER 
A parsimonius old farmer who had’ 
worn the same hat for fifteen years de- 
cided with heavy heart to buy a new one. 
Going into the only hat shop in his neigh- 
borhood, he said: “Well, here I am again.” 
* * * 
Before you can feather your nest you 
have to be able to make down payments. 


* * * 


SONNY BOY 
“Well, son,” wrote the fond mother to 
her soldier son. “I hope you have been 
punctual in rising every morning so that 
you haven't kept the regiment waiting 
breakfast for you.” 


* * * 


HIS STYLE 
Dealer's Son: ‘Father, I've a notion to 
settle down and start raising chickens.” 
Dealer: “Better try owls. Their hours 
will suit you better.” 
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to give a concise picture of national legis- 
lation affecting the industry. 

He reported that bills have already been 
introduced to prohibit futures trading, to 
create the “certificate” plan of subsidies 
to producers of certain crops, to insure 
parity payments on barley and rye, to fix 
price on all farm products, to extend crop 
insurance to cotton and other crops, to give 
states federal funds for marketing research 
and experimentation, to prevent shipment 
of grain, screenings or seed containing 
noxious-weed seeds and many other bills 
of agricultural interest. 

“The most radical proposal that will be 
pushed this session is for outright price- 
fixing on farm products. In general, the 
bills along this line propose that the buyer, 
let us say the country grain dealer, would 
have to pay parity price or cost-of-produc- 
tion price on all the domestically consumed 
portion of the crop.” 

The first day’s session reached an inter- 
esting conclusion with the presentation of 
a “Feed Information, Please” program. 
C. W. Sievert, American Dry Milk Institute, 
Chicago, served as master of ceremonies 
for the affair and judges were Prof. C. M. 
Vestal, animal husbandry department, Pur- 
due university and Dr. J. Holmes Martin, 
also of Purdue. Experts who answered the 
barrage of questions included Frank J. 
Holt, White Laboratories, Inc., Newark, 
N. J.; Lyman Peck, McMillen Feed Mills, 
Fort Wayne, Ind.; Russell P. Bailey, Nap- 
panee Milling Co., Nappanee; Walter B. 
Krueck, Allied Mills, Inc., Chicago, and 
Joe E. Nelson, Armour & Co., Chicago. 

The Tuesday morning session was de- 
voted to a talk on the new ICC regulations 
on private trucks by W. L. Snodgrass, 
supervisor, bureau of motor carriers, In- 
dianapolis; a speech on the national de- 
fense program and its full meaning by A. 
G. Bryant, president, Bryant Machinery & 
Engineering Co., Chicago, and an open 
discussion period on industry problems. 

President Sale led a discussion on an 
itinerant merchant truck bill which will be 
introduced in the Indiana state legislature 
during the current session and urged mem- 
bers to actively support House bill 14 
which would reduce the gross income tax 
on retail sales from one per cent to one- 
half per cent. 

As an added feature, W. O. Plummer, 
deputy collector of internal revenue, ex- 
plained the provisions of the federal un- 
employment tax. On Monday night mem- 
bers were guests at the annual banquet 
of the association. Attendance awards 
were distributed following which Col. W. S. 
Drysdale, commanding officer of Fort Ben- 
jamin Harrison, Indianapolis, spoke on 
“The National Defense Program and its 
Relation to Civilian Activities.’ 


@ CAMBRIDGE FLOUR MILL CO.. Cam- 
bridge, Minn., has installed a Big Chief 


hammer mill. 


@ HOLCOMBE ELEVATOR, Holcombe, 
Wis., has purchased a Big Chief hammer 
mill. 
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Judiana Netes 


A sad note was cast over the convention 
immediately following the speech of Ray 
B. Bowden, executive vice president of the 
Grain and Feed Dealers National associa- 
tion. Mr. Bowden received a long distance 
call from St. Louis informing him that Mrs. 
Bowden had been rushed to the hospital 
because of a ruptured appendix. Mr. Bow- 
den had just 20 minutes to catch a plane 
for the Mound City but fortunately made 
connections. 


President Walter Beck opened the meet- 
ing with the Lord's Prayer followed by the 
singing of the national anthem. It added 
a degree of solemnity to the occasion. 


Ernie Smith, who puts on a great Rube 
act, was hired by the F. S. Royster Guano 
Co. to entertain the convention visitors. 


* * * 


H. B. Wooley, Pickerington, Ohio and 
W. H. Applegate, Toledo, were directors of 
the Ohio Grain, Mill and Feed Dealers 
association who attended the Indiana meet- 
ing. William Cummings, secretary of the 
Ohio association, was also present to lend 
his moral support. 


* * 


Miss Eva True, secretary to Fred Sale, 
missed her first convention in more than 
20 years. Miss True came down with a 
“strep” infection a week before the conven- 
tion and then when she recovered was 
struck by a milk truck on her way to work. 


him to call. 


Remember, if it isn’t Purina 
it isn’t STARTENA 


Announcing 
 Stepped-UP STARTENA 


Ninety-nine per cent livability and ten per cent faster growth! 
This is your 1941 improved Startena, based on the growth 
records of thousands of chicks raised at the Purina Experi- 
mental Farm in 1940 as compared to 1939. 


What can this stepped-up Startena mean to you? Simply 
this...@ step-up in customers and profits. When you hang a 
Checkerboard Sign on your store front, you tie in with the 
sparkling nation-wide publicity given to this improved product. 
You identify your store with a celebrated line that for more 
than 45 years of constant product improvement has established 
permanent trade for its dealers. 

The Purina salesman in your territory will be glad to tell 
you more about this startling, new research advance. Ask 


PURINA MILLS, St. Louis, Mo. 
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— merchandising 


(Continued from Page Nine) 


Are you familiar with the happenings of 
your community? Do you religiously read 
your local paper with the thought in mind 
of how every little happening in the com- 
munity is of value to you in merchandising 
your feed? 

How do you use the wall space in your 
office or on the platform where your trade 
meets you most frequently? Tomorrow 
morning when you go to your place of 
business and unlock the door and step 
inside your feed house, your elevator, or 
your office, just stop and look over the 
walls and say to yourself, “Do these walls 


CASH 
HIGHER 


HOG 
PRICES 


WITH 


reflect what I am doing? Would a tarmer 
standing here where I now stand be able 
to read from the messages on the walls 
what my business is contributing to the 
welfare of this community?” This subject 
alone contains enough ammunition so I 
could talk about it for the rest of the 
morning. Do you permit any Tom, Dick, 
and Harry to hang up their advertising in 
your place of business? Now, just briefly, 
allow me to suggest—if your walls were 
clean and orderly, containing your mes- 
sage to your trade, which is the message 
of better feeding, better results from poul- 
try, hogs, dairy, and feeding cattle, in the 
form of enlarged photgraphs with a small 
testimonial, any farmer that is waiting in 
your office could not help understanding 
that you have a profound message for him, 


Here’s the pay-off supplement for live feed dealers — the supplement 
to crowd hogs along fast and cash in on rising hog prices. 


Minerals, proteins, and conditioners — all in one bag — at less than 
the price of most minerals alone— and a HANDSOME DEALER 


PROFIT. 


One of the best-known mineral and protein supplements in the hog 
belt — and one of the fastest-moving. Sell the farmers the feed they 
want — genuine Minral Meat Meal. Write today for our attractive 
dealer proposition, or ask your Sargent representative. 


SARGENT & CO., Des Moines 


Fifty Years of Quality Feeds 


for his welfare, and for the good of the 
whole community. 

What is your policy of doing resale work 
among your trade? Do you do it yourself? 
Do you have outsiders do it? Do you have 
your own men do it? Do you do it with an 
order book in one hand and a sharpened 
lead pencil chasing a fellow down and 
pinning him to the side of the corn-crib 
and plaguing him for an order for this or 
that? If you allow strangers to do your 
resale work, do you know what they are 
saying when they are out on the farm? 
Are they building your business along 
your ideas, or are you permitting them by 
their urge for orders to build a fence be- 
tween you and that customer? 

If I were a retail feed dealer I would 
have a definite, premeditated, properly or- 
ganized advertising program. How many 
folks have set up a definite advertising 
program for 1941? How many of you folks 
have consulted an advertising specialist 
who is qualified to direct your advertising 
so that you get the most value for the 
money you spend? We know you are going 
to buy an ad in the county-fair book, you 
are going to contribute a dollar or two 
toward the Fourth-of-July celebration, and 
a great many of you are going to hand out 
a calendar, a dust pan, a thermometer, or 
some other trinket or bit of advertising at 
New Year's time. But how many of you 
have definitely sat down and thought your 
problem through, to really put over your 
message during the next twelve months? 

I know all of you at sometime or other 
want to put on a drive on dairy feed, egg 
mash, pig meal, or hog balancer. One of 
the finest ways to prepare for one of these 
drives is to buy a nice little Jersey cow 
and give her to your second man and say 
to him, “Now I want you to feed her so 
and so, I want you to milk her so and so 
often. I want you to keep accurate records 
of what she eats and what she produces. 
Every week, you must present me with the 
full facts as to the profit that this cow 
makes under your system of feeding’’—so 
that when your trade comes in you can 
show them what this little cow did and 
immediately tell them their cows will do 
the same, or better, under like conditions. 
This is likewise true about an egg mash. 
Set up a brooder-house behind your feed 
store. Put fifteen hens in it and give them 
the works. Keep accurate records. Adver- 
tise these records. People will want the 
kind of results you get. 

What margin of profit have you in your 
feed? Can you afford to put $1 accounts 
in your books and collect 92 cents or 95 
cents for? Has the fellow who does a 
$50,000 credit business as much profit at 
the end of the year as the fellow who does 
a $35,000 cash business? These problems 
are for you to decide. But by all means 
have a definite credit policy and stay by 
that policy. 

MRS. BOWDEN RECOVERING 

According to a late report, Mrs. Ray B. 
Bowden, wife of Ray B. Bowden, executive 
vice president of the Grain and Feed Deal- 
ers National association, is recovering from 
her recent illness. This is indeed good news 
to Mr. and Mrs. Bowden's many friends. 
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Fellows who were born in the month of 
February somehow or other feel a certain 
kinship to George Washington and Abra- 
ham Lincoln, and we don't blame them 
one bit. In these days when so many of 
us are debating the future course of 
America it is refreshing to think about 
Washington and Lincoln and what they 
represent in Amer- 
ican life. 

Quite a few feed 
industry personages 
were born in Febru- 
ary and were old 
enough by spring to 
take considerable 
interest in this at- 
tractive old world. 
Perhaps one of the 
reasons our birth- 
day guests have 
made the feed in- 
dustry their lifework 
is because they were born during what 
is known as a good feeding season. 

February 1 saw A. G. Campbell, execu- 
tive secretary, Texas Grain & Feed Deal- 
ers Association, celebrate his birthday 
down at Fort Worth, Texas. 

In Minneapolis on February 2, H. A. 
Nonnweiler, secretary of the Capital Flour 
Mills Inc., observed his birthday in the 
state famous as a grain and flour center 
as well as the home of powerful football 
teams. This was the 
date, too, when 
Gus Ackerman, vice 
president, Oyster 
Shell Products Corp., 
New Rochelle, N. Y., 
first saw the light of 
day. Others born on 
February 2 include 
Otto Yanisch, adver- 
tising manager, 
Hubbard Milling 
Co., Mankato, and 
Charles O. Puffer, 
vice president, Beau- 
mant & Hohman, Inc., Kansas City, Mo. 

Also honoring February with their birth- 


F. S. SHEETS 


GUS ACKERMAN 


days are the following feed personages; * 


Louis Novins, advertising manager, The 
Borden Co., New York; and W. E. Mullin, 
Mullin & Dillon Co., Minneapolis, both on 
February 5; Miss Vera M. Matthews, vice 
president, Fredman Bag Co., Milwaukee, 
February 6; K. J. Maltas, western sales 
manager, A. E. Staley Mfg. Co., Decatur, 
Ill, Richard Teweles, secretary-treasurer, 
L. Teweles Seed Co., Milwaukee—both on 
February 7. 

On February 9, Frank Snow Sheets, 
president-treasurer, The Sheets Elevator 
Co. and the G. E. Conkey Co., Cleveland; 
February 10, F. M. Rosekranz, manager, 
feed department, New Century Co., Chi- 
cago, and R. H. Lang, president and gen- 
eral manager, L. L. Olds Seed Co., Madi- 
son, Wis.; February 11, Carl B. Hedrick, 
vice president, General Distributing Co., 
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Inc. Newton, Kansas; February 12, H. R. 
Harmer, president, Hubbard Milling Co., 
Mankato, Minn., and Tom G. Dyer, sales 
promotion manager, Sargent & Co., Des 
Moines. 

Going down the calendar, February 13, 
Maurice E. Cook, advertising manager, 
McMillen Feed Mills, Inc., Fort Wayne, 
Ind.; February 15, John M. Palmer, vice 
president, Marblehead Lime Co., Chicago; 
February 16, H. F. Pugh, advertising man- 
ager, Heil Co., Milwaukee; February 18, 
A. F. O. Germann, president, Nutritional 
Research Association, Inc., South Whitley, 
Ind.; February 19, A. V. Jay, National Oil 
Products Co., Harrison, N. J.; February 20, 
Phil W. Tobias, president, Simmonds & 
Simmonds, Inc., Chicago. 

February 22, Gordon Philpott, advertis- 


ing director, Purina Mills, St. Louis, Mo., 
and J. Walter Rice, Milwaukee; February 
23, George Reinders, Reinders Bros., Elm 
Grove, Wis., and J. Boorster, Charles 
Advertising Co., New York; February 25, 
Charles F. Kieser, Borden Co., New York, 
N. Y.; February 27, George A. Shields, 
New Century Co., Chicago, J. Walter 
Keller, president, Pratt Food Co., Phila- 
delphia, and C. L. Ostrom, advertising 
manager, Morton Salt Co., Chicago; 
February 28, Roy I. Campbell, Milwaukee 
and C. Q. Dunlap, Courteen Seed Co., 
Milwaukee. 

And now we come to the sad part. E. C. 
Dreyer, president, Dreyer Commission Co., 
St. Louis, Mo. should rightfully celebrate 
his birthday on February 29, but, alas, 
Leap Year comes but one year in four. 


preferences. 


Fortified Cod Liver Oil 


CLO-TRATE 


particulars. 


NEWARK 


Any Road 1s the Right Road 


ach sign points the way to safe and adequate 
vitamin A and D fortification of feeds. You choose 
wisely when you make your selection from any of 
the four CLO-TRATE products. Each is designed 
to meet specific vitamin needs and_ individual 


CLO-TRATE eeee * 3000 A * 400 D 
Vitamin A & D Feeding Oils 


CLO-TRATE “400” 
CLO-TRATE “200” 


* Vitamin A is expressedin U.S.P. units, and Vitamin D in A.O. A.C. chick units per gram 


CLO-TRATE products are packed in heavy, new 
steel drums equipped with faucets. Complete feeding 
directions appear on each drumhead. All CLO- 
TRATE products are guaranteed to contain not less 
than the unitage claimed for them . 
batch is thoroughly checked before shipment in our 
chemical and physical laboratories and tested on 
chicks by the A.O.A.C. method. Write for further 


WHITE LABORATORIES, INC. 


Manufacturers of Dependable Vitamin Products 


1500 A 
1500 A 
600 A 


400 D 
200 D 
85 D 


. and every 


NEW JERSEY 
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Kuow Aow te Sell 


by EMIL J. BLACKY 


Selling is nothing but you, my 
triend— 

Yourseli in the other man’s place, 

And the welcome you get or the 
cold, flat 

Is the reflection of your own face. 


Remember, that out of all worldly 
goods 


That are stacked row on row on 
the shelf 


Here It Is—All In One Package! 


“Have used your Concentrate eight 
years in our Peep O’Day Mashes—have 
yet to receive my first unsatisfactory 
report.”’ 

—Winona Flour & Feed Co., 
J Winona, Minnesota. 


“In the last four years have almost 
doubled our output of Chick Mashes 
each year. This we feel was achieved 
by using Northrup, King & Co.’s high- 
quality 41%4% Sterling Concentrate.” 

—Freeport Roller Mills, 
Freeport, Minnesota. 


“Have used your Mash Concentrate 
for about eight years—wonderful re- 
sults.” —Rib Lake Roller Mills, 

Rib Lake, Wisconsin. 


The customer picks the brand that 
you prove 
Will do the most good to himsellt. 


For self has governed desires of 
man 

From the time Eve ‘sold’ Adam the 
apple; 

It's the power that motivates all to 
buy 

As to please the old ego they 
grapple. 


TRY STERLING MASH 


Concentrate 41'2% Protein! 


Dealers! Here’s the practical way to 
mix your own feeds! 
minerals, vitamins, blended and balanc- 
ed and highly concentrated, ready to 
add to your own mix with a minimum 
of time and labor. Save the trouble and 
extra expense of buying individual in- 
gredients at different sources — elimin- 
ate the danger of costly errors and as- 
sure a more uniform distribution of 
essential elements. Protected territory 
with exclusive mixer proposition. Get 
the facts on Sterling Mash Concentrate! 


Buy proteins, 


Free Sales Help —Get Details Now! 


NORTHRUP, KING & CO. 


DEPENDABLE 
SINCE 1884 


Minnesota 
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So if you would sell a man your 
ware 

First put your plain self in his shoes 

And drive home the good it will do 
for him 

In money, in comforts—the things 
you would choose. 


Be a tool, not a fool hard pressed 


for a sale 
Vainly hoping to lunge past the 
border, 
For few are the customers won 
today 


Who buy just to give you an order. 


And you'll be surprised when you 
think in terms 
Of the other mans need's and his 
prides 
How quickly you'll sell yourself to 
him 
Plus the product your salesmanship 
guides. 
TOLEDO BOARD DINNER 
A membership dinner commemorating 
the 65th anniversary of the founding of 
the Toledo Board of Trade was held at 
the Commodore Perry hotel January 14, 
with about 70 officers, directors, members 
and guests present. Jesse D. Hurlblut, hon- 
orary member of the board, was toast- 
master. Fred Mayer, oldest member of 
the board, was presented with a plaque. 
Mayer began his 50th year as a member. 
BULLISH IN SOUTH 
Southern mixed manufacturers are bull- 
ish and report that business is excellent 
according to A. V. Jay, National Oil Pro- 
ducts Co., Harrison, N. J., who recently 
called on members of the trade in Mem- 
phis, New Orleans. Knoxville and Atlanta. 
Mr. and Mrs. Jay are now vacationing in 
Florida but their permanent home is at 
Skaneateles, N. Y. where “for the dura- 
tion” they have opened their home and 
their hearts to two English refugee children. 
WINTER VACATION 
Mr. and Mrs. W. D. Walker recently 
spent a week at French Lick, Ind. Mr. 
Walker is vice-president and general man- © 
ager of Arcady Farms Milling Co., Chicago. 
@ ROALD STANCHFIELD is the proud 
father of twin boys born on January 20. 
Mr. Stanchfield is associated with his 
father in the operation of A. L. Stanchfield 
& Co., wholesale grain and feed merchants 
at Minneapolis. 
@ G. E. HILLIER, manager of the feed de- 
partment of Penick & Ford, Ltd., Inc., Cedar 
Rapids, Ia., will celebrate the completion 
of 36 years of service with that company 
and its predecessors on February 15. 
@ PAUL SATHER, western sales manager, 
King Midas Flour Mills, Minneapolis, is 
vacationing in California. Mr. Sather is 
accompanied by his wife and expected 
to be back on the job about February 17. 
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similar material, to try to get it out 
working where it will accomplish 
some good. Some will say these 
folders and booklets never convince 
anyone to use commercial feeds, 
indicating that it is all a waste of 
time and money. I can't agree with 
that. The advertising departments 
of big companies are not inclined 
to waste. If the retail men will co- 
oeprate, the result is bound to be 
excellent.” 


To some extent, the same defeat- 
ist attitude assumed by certain 
dealers in the matter of printed ad- 
vertising as provided by commer- 
cial feed manufacturers and other 
manufacturers is taken in the case 
of other things — window display 
and live display in feed stores, as 
examples. Every day, commercial 
feed traveling salesmen and others 
hear it said: “It's all fancy theory. 
If a farmer wants anything, he 
knows we're here.” Dealers like 
Mr. Newbraugh, in large cities and 
little towns, know better—that is 
why they get in the $75,000 volume 
class. 

“We have no windows for display 
here but the principle of good win- 
dow display is sound,”’ continued 
Mr. Newbraugh. “But we use all the 
display material we can inside the 
feed store and we've learned, too, 
that sidewalk displays of feed and 
flour are effective. We know the 
principle of ‘live display’ is practical 
because we've used it and it help- 
ed us sell more. I would suggest 
right here the value of a mimeo- 
graph or other duplicating device. 
We find this is the thing for getting 
out price lists and news of ‘specials’ 
to the trade.” 


Mr. Newbraugh is a believer in a 
reasonable use of local newspapers 
for feed advertising. Just as many 
national advertisers have found, he 
thinks the effectiveness of local ad- 
vertising depends upon constant 
use to some extent. The originality 
and interest in an ad help to make 
it productive of business, too. He 
plans during 1941 to hold his ad- 
vertising to approximately its pres- 
ent level. 


@ PRINCETON MILL & ELEVATOR, Prince- 
ton, Minn., has installed a one-ton Sidney 
mixer. 
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NEW BOOKLET 

Stearns Magnetic Mfg. Co., Milwaukee, 
has issued a new bulletin, No. 92-C, which 
describes the company’s line of automatic 
safety trap spout magnets, very generally 
used in the milling, feed and allied indus- 
tries and which contains descriptive data, 
specifications, illustrations and drawings 
for making illustrations. The firm manu- 
factures separators and magnetic power 
transmission devices. 


—— 


@ W. D. WALKER, vice president and 
general manager, Arcady Farms Milling 
Co., Chicago, Ill. discussed “Modern Feed 
Manufacturing” over Radio Station WLS 
from 7:15 to 7:30 p.m., Friday evening, 
January 31. Mr. Walker spoke as a guest 
representing the feed industry during the 
Discussion Club program which is a regu- 
lar feature of WLS. 


“DRESS UP YOUR PRODUCT: 


M. J. NEAHR 


KASCO SALES CONVENTION 
The annual sales convention of the Kasco 
Mills. Inc., Waverly, N. Y., was held at the 
company’s offices, January 10-11, with 
salesmen from the New England states, 
New York, Pennsylvania, Delaware, New 

Jersey and Maryland in attendance. 
The company’s sales and advertising 
campaign for 1941 were reviewed in de- 
tail. The salesmen spent considerable 
time at the laboratory studying the chemi- 
cal and nutritional work being done there. 


@ CLAY CITY HATCHERY, Clay City, Ind., 
recently completed a new building to 
house a feed mill. 


@ EARLE P. ELMORE, president of the El- 
more Milling Co., Oneonta, N. Y., was re- 
cently elected to the board of trustees of 
Hartwick college for a three-year term. 
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Vitamized Glour 


W ITAMIN-ENRICHED flour is making the 
headlines these days and public at- 
tention appears to be centered on this fac- 
tor as an important element in better foods. 

Coincident with the announcement of Dr. 
R. M. Wilder of the committee on food and 
nutrition of the National Research council, 
flour milling officials recently disclosed 
that steps were already being taken to 
make available the vitamin enriched flour 
in quantity. 

The millers, in fact, are not waiting for 
the official promulgation by the food and 
drug administration of standards for the 
speciail nutritional flour, but are going 
ahead with plans for milling as speedily 
as possible the highly vitamized product. 

The following statement on behalf of the 
flour manufacturers was released recently 
through the Washington office of the Millers 
National federation, by Herman Fakler, 
vice president: 

“The wheat flour milling industry of the 
United States, through the Millers National 
federation, today pledged its wholehearted 
support to the program announced by Dr. 


Lloyd Larson Offers 
Ad Kit Service 


A complete advertising campaign for use 
in local newspapers covering every phase 
of poultry and livestock feeds has been an- 
nounced by Lloyd S. Larson of the Larson 
Advertising Service, Mankato, Minn. 

This service, compiled in the form of an 
Ad Kit, includes advertisements on feeds 
for baby chicks, growing poultry. laying 
hens, turkeys, pigs, calves. dairy cows, 
beef cattle and general feed ads. 

According to Mr. Larson, the Ad Kit will 
be sold only on an exclusive basis. Every 
dealer who subscribes to the service will 
have exclusive use of the service in his 
trade territory. 

NUTRITIONAL COMMITTEE 

The establishment of a committee on nu- 
trition was approved at a meeting of the 
board of directors of the American Feed 
Manufacturers association at the mid-winter 
meeting in Chicago, January 25, according 
to Ralph M. Field, president. A committee 
from the board has been working on this 
matter for more than a year, as the board 
felt that a committee of the association 
constituting a scientific division. composed 
of technical men employed by companies, 
members of the association, engaged in 
technical biological work along nutritional 


lines would be a very helpful asset. 
GRANDPAPPY 
Wm. G. Slugg of the Slugg Feed Stores, 
Milwaukee and Menominee Falls, Wis., is 
receiving congratulations upon becoming 
a grandfather. He has a three weeks old 
granddaughter, born to Mr. and Mrs. Wil- 
liam Slugg, Jr. Grandfather Slugg says 
all he needs is a cane to complete the 
picture. 


e 38 


to be featured 
by millers 


R. W. Wilder for the production of enriched 
wheat flour containing nutritive vitamins 
and minerals essential to the maintenance 
of good health. 

“The milling industry regards the oppor- 
tunity to produce and make available to 
consumers a flour enriched with vitamins 
and minerals as a high privilege. In de- 
veloping and producing the new flour the 
industry is continuing its march of progress 
and utilizing for the benefit of the consum- 
ers the most scientific and nutritional dis- 
coveries. 

@ YALE E. HENRY, 51, sales manager of 
the cereal department of Decatur Milling 
Co., Decatur, Ill. died at his home in Mil- 
waukee, February 6 after a brief illness. 
He was formerly with the Krause Milling 
Co., Milwaukee. 


Waterloo Mills Host 
To Iowa Dealers 


More than 300 enthusiastic Iowa feed 
dealers attended the llth annual dealers 
meeting of the Waterloo Mills Co., Water- 
loo, Ia., February 3 at the Russell-Lamson 
Hotel, Waterloo, Ia. 

Following registration, there was a noon 
meeting of the Screwball Clan, at which 
Harry G. Cowan, SpencerKellogg & Sons, 
Inc., delivered a tribute to the hosts, Glenn 
C. Bown and Carl G. Orsinger of Waterloo 
Mills Co. 

In the afternoon meeting, conducted by 
Mr. Orsinger, the address of welcome was 
delivered by Mr. Bown. Other speakers 
included M. F. Wells, Waterloo Mills Co.; 
Mark Thornburg, Iowa secretary of agri- 
culture; C. W. Sievert, American Dry Milk 
Institute; Jack Sams, vice president and 
sales manager, Blatchford Calf Meal Co., 
Waukegan, Ill., and Nile Kinnick of Iowa 
football fame. 

A banquet and entertainment in the 
evening concluded the successful meeting. 
@ MANNING & CLARK FEED CO., Union- 
ville, N. J., sustained a loss of $35,000 

recently through fire. 


Phote Christmas Cards 


The use of photographs as illustrations on Christmas cards has been increasing every 
year. Shown above are reproductions of photo Christmas cards received in the big 
mail delivered to the offices of The Feed Bag the past holiday season. In the photo 
upper left, is shown the Larson Book Shelf, revealing a picture of Lloyd Larson, Larson 
Advertising Service, Mankato, Minn., and his family. The upper right photo shows the 
fine Pittsburgh home of Mr. and Mrs. Harris G. Nelson, Pittsburgh Plate Glass Co. 
In the lower left, is shown Walter Berger, Des Moines Oats Co., Des Moines, Ia. and 
his family, and in the lower right is Paul Humphrey, Northern Milling Co., Wausau, his 
wife and five children. The staff of The Feed Bag greatly appreciates being remembered 
by so many friends. 
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taining loyalty as they ever were. 
If a business man is worthy of re- 
spect, the employes and the public 
will respect him. If he is a likable 
person, the folks will like him and 
pull for him whether they are buy- 
ing from him or selling to him, 
whether they meet only socially or 
happen to be on his payroll. 


He thinks every business man is 
better off with some outside interest 
and it doesn't necessarily have to 
be fishing or golf. He has a milk 
goat dairy which interests him and 
to the problems of which he devotes 
considerable attention. Nothing 
pleases him better than to have 
people who appreciate good live- 
stock visit his goat dairy. 


After seeing the place, you will 
admit that it was well worth a visit. 
It is about three miles south of the 
city. The herd is housed in a lovely 
modern building with the words, 
“Swiss Dairy” in electric lights 
across the front. A young fellow 
turned about 80 of the finest goats 
in the country out on luxuriant pas- 
ture, about as pretty a sight as one 
can see in a day's drive. It was 
easy to understand Mr. Habig’s en- 
thusiasm. Maybe, Mr. Habig is right 
—every feed man needs a diver- 
sion and it had just as well be some 
activity that is profitable as well as 
entertaining. 

JUDGES THREE SHOWS 

Len Rawnsley, of the Arcady Farms Mill- 
ing Co. staff of poultry experts, and well 
known poultry judge, recently was picked 
to select all of the grand champions at the 
New York, Pittsburgh and Boston poultry 
shows. This is the first time any poultry 
judge received this honor. Mr. Rawnsley's 
services are available to all Arcady deal- 
ers and hatcherymen. 

ATTENDS INAUGURATION 

Chas. L. Davidson, president, Stone 
Mountain Grit Co., Lithonia. Ga. accom- 
panied Governor Eugene Tallmadge of 
Georgia and staff to Washington, D. C. to 
attend the inauguration of President Frank- 
lin D. Roosevelt, January 20. 

SMITH MADE SALES MANAGER 

Paul H. Smith has been appointed sales 
and advertising manager of Alfocorn Mill- 
ing Co., East St. Louis, Ill., according to an 
announcement made by J. L. Anderson, 
president. Mr. Smith was formerly with 
Vitamax Mills. Mr. Anderson also an- 
nounces that his firm is launching a new 
sales and advertising campaign this year. 
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CATTLE EXPORT RISE 
Wisconsin exported more cattle and hogs 
in 1940 than in the preceding year, ac- 
cording to the state department of agricul- 
ture. The number of cattle shipped out was 
45,836, compared with 42,191 in 1939. Hog 
exports increased from 5,176 in 1939 to 
22,398 in 1940. Imports of sheep increased 
to 52,105 as against 40,351 in 1939. In 
addition 116,274 sheep were shipped in 
on permits. 
CORN LOANS 
Total corn loans for the 1941 program 
teported to the Commodity credit corpora- 
tion as of January 11 were 24,442,171 bus. 
valued at $14,890,110.29 it was reported 
recently. 


MOLASSES IMPORTS UP 
More blackstrap molasses is being im- 
ported into the United States from Cuba's 
sugar cane areas than a year ago, chiefly 
because of improved industrial conditions 
and the consequent use of more alcohol 
in industry, according to a recent report. 
107,924,000 gallons of molasses unfit for 
human consumption, were imported from 
July to November, 1940. 
THANKS, MR. KELLEY 
F. H. Kelley of Kelley Feeds, Inc., Des 
Moines, Ia. likes The Feed Bag. In a recent 
letter, he says, “Allow me to express my 
appreciation of your merchandising maga- 
zine. I think it is well done and is a real 
asset to the feed business.” 


cooked Digestible 
of Highest Quality Can 


Conveniently located mills and careful service 
assure prompt delivery. 


KELLOGG’S SOYBEAN OIL MEAL is produced at Buffalo. 
Chicago, Decatur, IIl., and Des Moines, Ia. 


KELLOGG’S OLD PROCESS LINSEED MEAL is produced at 
Edgewater, N. J., Los Angeles, Minneapolis, and Buffalo, N. Y. 


SPENCER KELLOGG AND SONS, INC. 


Sales Offices: Buffalo, Chicago, Decatur, IIl., 
Des Moines, Minneapolis, Los Angeles 
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Chichs and 


HE Edgerton Hatchery and 

Feed Store of Edgerton, O. is 

one of the fastest growing firms 
of its kind in the Middle West. The 
company increased both its 1940 
poultry feed and chick business 20 
per cent over 1939, according to 
J. P. Priest, manager and founder of 
the firm. 

This excellent record was achiev- 
ed through a planned policy which 
Mr. Priest says is the very founda- 
tion for building up a profitable 
volume of feed business along with 
the sale of chicks. The way he man- 
ages it a steady volume of feed is 
sold month after month, keeping 
cash coming in during the period 
after the big hatching season is 
over. 

He divides this policy into three 
important factors. Then he stresses 
these points constantly so that his 
customers will repeat oftener and 
buy more chicks which in turn, 


form profit combination 


for j. p. priest of ohio 


helps him sell more feed, remedies, 
accessories and equipment to poul- 
try growers. 

First—feed only a quality starter 
mash which is known to be good by 
experience and reputation. He sells 
his customers on the idea that this 
is the foundation for sturdy growth. 
Second — feed quality growing 
mash to insure better birds for the 
market when prices are highest. 
Third—feed quality laying mash for 
top egg production and higher 
profits from the flocks. 

In line with this policy Mr. Priest 
confines his feed to one line only. 
“While there are many excellent 
brands of feed on the market, when 
we found one that produced the 
results our customers wanted, we 
stuck to it. Our customers have 


confidence in it and buy it without 
hesitation on its long record of past 
results. After all the most profitable 
merchandise you can sell is the one 
that repeats and sells with the least 
expense,” Mr. Priest declared. 


How well this plan has worked 
let me explain that Mr. Priest start- 
ed this business 16 years ago with 
a working capital of exactly $1.00 
plus a background of integrity, will- 
ingness to work and a determined 
policy of giving the service which 
makes repeat business year after 
year. These assets gained a part- 
nership for him in the then new en- 
terprise. From the profits earned 
and saved Mr. Priest bought his 
partner's interest, purchased and 
paid for the building in which they 
now operate on the main street of 


Chick Starter 


vigorous chicks. 


WISCONSIN 


leads the field for fast-growing, 


Mash 


100 LBS. NET 
WEN BACKED 


WISCONSIN 


NORTHERN MILLING CO. 
WAUSAU, wis. 


Adequately fortified 


1. Health protecting 
vitamins. 
2, Body-building animal 


proteins and minerals. 


With 


men and prosperous dealers. 


WAUSAU Since 1883 


WISCONSIN Feeds make satisfied poultry- 


NORTHERN MILLING CO. 


WISCONSIN 


FOR SATISFACTORY RESULTS 
IN EVERY BRANCH OF 

THE GRAIN BUSINESS 

TRADE WITH 


MINNEAPOLIS AND ALL 
PRINCIPAL TERMINAL MARKETS 


Special Attention Given To Barley 
And All Feed Grains Shipped To 


Read the Cargill Crop Bulletin 


INCORPORATED 


MILWAUKEE 


e 40 e 


THE FEED BAG — February, 1941 


\ 
: AND COD LIVER O18 


FIRST sell them chicks, then 
follow up on sales of feed is 
the sales policy at the Edger- 
ton, O., Hatchery and Feed 
Store. 


Edgerton, four new service trucks, 
a 72,000 capacity hatchery, stocks 
of nationally advertised brand of 
poultry feed, remedies, equipment 
and supplies needed by farmers 
and poultry growers in his ever 
widening trading area. 

To clarify his operating methods 
which have worked so well in keep- 
ing his feed sales right up to par 
with his flocks, Mr. Priest likes to 
compare his sales promotion pro- 
gram with that of a profitable poul- 
try raising enterprise. His starter 
mash is action in sales work. His 
growing mash is repeating contact 
with all his customers. His laying 
mash is diversiticataion of service. 
All three work in harmony with 
each other. 

For example, he employs four 
territorial men with trucks which 
serve a dual purpose. Two of the 
boys are sons and active partners, 
Mr. R. T. and J. P. Priest, Jr. and 
here's the way they work. 

The plan is ideal in conception 
and practical workability in that an 
interested audience is not only pos- 
sible with every call, but actually 
assured. The company buys and 
sells poultry and eggs. Each driver 
salesman covers his allotted terri- 
tory once each week. His primary 
mission on each call is to buy for 
cash all available eggs and poul- 
try on hand. This is an appreciated 
service by farm people and opens 
the way for a canvass of the farm- 
ers’ needs for poultry feed—starter 
—grower—or laying according to 
seasonable requirements. In all 
cases, except in very large amounts 
for the larger poultrymen, delivery 
is made right on the premises by 
cash or trade transactions. 

“We are trying with very good 
success,” said Mr. Priest, ‘to devel- 
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op a trend of raising two flocks each 
season, one in the early winter 
months, the second to follow in mid- 
summer. This method is bearing 
fruit and in a few instances we sold 
growers on the idea of raising birds 
all year. In other words, as soon as 
one brood is raised to maturity an- 
other is put in either for the food 
markets or for egg producing pur- 
poses.” 

As Edgerton has a population of 
only 1,000 the company must mar- 
ket its poultry and eggs in the larg- 
er cities—Toledo, Detroit and inter- 


Interior Views 
Glencoe, Minn. 


mediate cities. Their own trucks are 
used for this purpose. While a fair 
margin of profit is gained on these 
transactions, in reality the program 
enables them to hold and increase 
their feed sales without any actual 
sales expense. 

The Edgerton Hatchery and feed 
store operates under the state 
supervision plan to control and 
eradicate pullorum disease, em- 
bodying the use of eggs produced 
by flocks that qualify by actual 


(Continued on Page Forty-tive) 


Compact Yet Efficient 


That is the dom- 
inant idea back of 
all Ibberson-built 
plants. Maximum 
efficiency, compact- 
ness and simplicity 
of operation is 
always found in 


every plant we 


build. 


Our 50 years’ 
experience enables 
us to make decided 
savings for our 


customers. 


No Cost For 
Consultation 


Write us in full 
confidence and with- 
out obligation. Ask 
for the Ibberson 
book of Grain Eleva- 
tors and Feed Mills. 


Farmers-Merchants Milling Co. 
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POSTING chickens is a service 
farmers like, Bob Garver states. 
He knows how to do it. 


ON'T try to improve your 

business all at once. Psy- 

chologists say that you can't 
change overnight. Take, for exam- 
ple, the case of the Garver & Sons 
Feed Store, Decatur, Ill. In a town 
of 65,000 they do the biggest retail 
feed business of all seven feed 
stores, and yet they do it on a cash 
and carry basis, carry no accounts 
and make no deliveries. 

The store was founded forty odd 
years ago by W. S. Garver, now a 
spry man of some seventy years, 
who has turned the active manage- 
ment over to his sons and has re- 
tired to raise stock. 

At the end of the World War I, 
motor trucks began to replace hors- 
es, and feed stores began to feel 
the pinch. It was then that the 
canny senior Garver hit upon the 
idea that has kept the store open 
for forty years. He slowly replaced 
the stock he had formerly carried 
for the horse trade with feed design- 
ed to interest the surviving feeders. 
Huge stocks of hay and grain gave 
way to commercial feeds designed 
for poultry raisers, dairy farmers 
and hog raisers. When he retired, 
his parting words to his sons, Bob 
and Ed, were: “At every opportun- 
ity increase your stock to meet spe- 
cific needs of your customers. Add 
one item each year on which you 
can depend, and I see no reason 
why this store should ever close 
it’s doors.” 

For several years the boys ad- 
vanced no new ideas. One day a 
veterinarian walked in and asked 
the boys to take several bags of 
dog food off his hands as he wanted 
to get rid of the agency. They did 
and the next day a hand painted 
sign advised customers to “Try Dog 
Food For Your Dog.”” Somehow they 
sold those first few bags and order- 
ed more. It moved slowly but pick- 
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service ideas 


uild 


ed up as the year went on. Today, 
—but wait, I want to quote from 
the dog food company’s letter’’—It 
always gives us great pleasure to 
congratulate agencies that sell our 
product without any help from us. 
Our records show that your first 
year you sold one fifth of a ton, and 
the year just passed, twenty-four 
tons.” 

The boys also instituted a vet 
service for poultry. Over a period 
of years, they had picked up con- 
siderable knowledge of poultry by 
associating with a vet from one of 
the big feed companies. Today they 
handle any service calls to the feed 
lots of their customers. They post 
the birds for the customer and re- 
commend remedy or feed. No effort 
is ever made to charge for the serv- 
ice and the customer is under no 
obligation to the store. 

Their latest effort is selling chicks. 
They handle only quality chicks 
that they have proved on their farm. 
No effort is made to push the sale 
of day old chicks, as they prefer to 
brood the chicks until they are out 
of danger. The margin of profit on 
the chicks is not high, even though 
they have sold a_ tremendous 
amount of chicks. But grower, start- 
er and egg mashes have shown 
nice increases in the last few years. 

When the boys started in, the 


illinois feed firm 


remedy shelf was in one corner; 
today they have a huge case and 
another shelf. They lay the increase, 
to their own as well as the efforts 
of the companies themselves. 

A feature of good management is 
that all the farm's business is cash 
and carry; they refuse to carry 
charge accounts. They have no de- 
livery except that which is paid for 
by the customer himself and attend- 
ed to by a local messenger service. 

Recently the boys decided to re- 
place their old mill equipment. They 
rebuilt their entire elevator to a 
capacity of 5500 bushels. The old 
mill equipment which had filled the 
entire mill was replaced with a 
Prater equipment that takes up 
much less space. 

Known always to be on the look- 
out for new ideas, the Garver boys 
were approached recently by a 
game club to develop a feed for 
raccoons. This item was so success- 
ful that today all raccoons in that 
part of the state are getting fat and 
sleek on a Garver product. 

@ TOM G. DYER, sales manager, Sargent 
& Co., Des Moines, Ia.. was the guest 
speaker at a banquet meeting of agricul- 
tural extension workers held during Farm 
and Home Week at Madison, Wis., Febru- 
ary 5. Mr. Dyer also addressed a conven- 


tion of Wisconsin county agents at Wau- 
sau on January 22. 


Geed 


OW well are you informed about the feed business? Can you answer the ques- 
tions your customers ask you? Here is a “Busy Feed Man's School” that will 
appear every month in The Feed Bag to help you improve your knowledge. First, 
write what you believe to be right answers to the following questions on a piece 
of paper. Then, consult your copy of The Feed Bag Annual Red Book and turn to 
the pages indicated after each question to find the correct answer. Grade yourself 


20 on each question. 


What is Factor W? (See page 19.) 


How many pounds of radish seed do you need to sow an acre? (See page 105.) 
How many bushels of corn were harvested in 1939? (See page 102.) 

’ What is the protein content of feterita? (See page 98.) 
What is another name for Vitamin C? (See page 16.) 
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Jurkeys by Wire 

High-powered salesmanship is at last making its appearance 
in agriculture. A well known advertising publication recently 
published a story about a Middle Western turkey farmer who 
initiated a campaign late in 1940 to sell turkeys by wire and 
have them delivered by Western Union messengers. The last we 
heard he was making a test campaign to see how the plan would 
work. Newspaper and radio advertising were used to get pub- 
licity for the idea. Consumption of turkeys is going up, due to 
more intensive advertising. Time was when folks bought turkey 
only at Thanksgiving and Christmas. The turkey industry is 
trying to make folks want to eat turkey all months of the year. 
Perhaps you dealers can help the campaign along by advocating 
that folks eat more turkey. Notice how turkey lunches are crop- 
ing out on tavern and restaurant menus. Farmers will appreciate 


any help you can give. And don’t forget the current trend toward 
smoked turkey. 


p 
R 

Some dealers lend an eager ear to tales of how premiums 
increase business. It is well to consider the disadvantages of 
premiums, too. Not so long ago in one small city, meat market 
owners began to sell milk for 5 cents a quart in an effort to 
increase store traffic. This put the dairies up on their ears, and 
grocers, too, were forced to sell milk at that price. The premium 
orgy finally wound up with some meat market owners offering 
a quart of milk free with the purchase of every pound of meat, 
with the result that food retailing in that town was temporarily 
demoralized. Now the meat markets have quit selling milk at 
cut prices and things are normal, but certainly good feeling 
among the merchants has not been increased through the 
premium blitzkrieg. 


Seeds and Dint 


In order to combat the practice of farmers swapping field seeds 
with one another, an enterprising seed and feed dealer offered 
to clean a couple of bushels of seed free of charge for farmers. 
The farmers thought they had a swell bargain and flocked to 
the store with their seeds, including those they had swapped. 
The dealer made each farmer stand by the seed cleaner while 
it was in operation. When the farmers saw the stuff that was 
taken from their swapped seeds, they realized that what they 
had thought was choice seed was far from pure. 


February Sales Hints 


This is a good time to animate your display windows with 
chick displays. The sight of chicks and the sound of their chirp- 
ings makes farmers want to buy .. . and you can then start a 
whole chain of selling on starter feed, poultry supplies and 
remedies . . . Many communities through merchants’ organiza- 
tions, give worthy farm boys and girls 25 to 50 chicks each, 
taking their pay in Fall when the chicks are sold. This is an 
excellent way to increase chick raising in almost any locality 
. . . Seed and fertilizer displays, too, will help give those items 
an added sales push at this time of year . . . One feed dealer 
who knows that many farmers are very busy in the spring with 
regular farm work does a lot of canvassing early in February 
and March to get farmers to give him orders for chicks and feeds. 
He finds that they appreciate his calling on them and he always 
comes home with a large numbers of orders that he might not 
have had if he had waited for the busy farmers to come to him. 


IN YOUR 
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Hygeno 
Poultry Litter 


(Process Patent 2014900) 


The Only Litter Development That 
Has Kept Pace with Modern 
Poultrymen 


POINTS OF EXCELLENCE 

1. Sanitary, both in substance and effect. 

2. Chicks won’t eat it; neither will other domestic 
fowls. 

3. Attracts and retains the heat at the brooder house 
floor. 

4. Absorbent; it facilitates evaporation. 

5. Antiseptically treated to resist germ development. 

6. Free from moulds and dust. 

7. Relatively fireproof. 

8. Durable. 

9. Inexpensive to use. 


Write for Details and Prices 
A Product of 


Minneapolis, Minn. Nevada, Iowa 


FEED MIXERS 


that increase profits, cut costs 


SIDNEY MIXERS are noted 
for mixing feed faster and 
better .. . with greater profit. 
They’re low in first cost and 
economical to operate. Sid- 
ney Mixers are running quiet- 
ly in countless mills all over 
the country, giving depend- 
able, trouble-free service. 
They'll make and save you 
money at the same time! 


Manufacturers of: 


Corn Crackers and Graders 
Grain and Seed Cleaners 
Electric Truck Hoists 

Ear Corn Crushers 

Corn Shellers 
Feed Mixers 
Elevators, etc. 


Write today for complete details 
on machinery you need in your 
mill—no_ obligation! 


THE GRAIN MACHINERY CO. 


“Manufacturers for over 75 years” @ SIDNEY, OHIO 


See 
‘ 
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Consolidated Products Co. 
ANNOUNCES 


MULSI 


A Buttermilk-Vitamin 
Compound Built Especially 
and ONLY for 


FEED MIXERS 


Easily mixed with any of your 
own branded mashes to provide 
these NEW sales advantages: 

] Much increased PALATABILITY. 


One complete “package” carrying cer- 
tain essential vitamins. 


A GUARANTEED SOURCE of CERTAIN 
VITAMINS for you. 


100 pounds furnishes those vitamins for 
one ton of feed . .. mixes them 
uniformly. 


Makes your feeds DISTINCTIVE .. . 


a new sales story. 


Saves you approximately $2.50 per ton 
of feed over the cost of individual 
ingredients . . . no buying and han- 
dling of “extras”. 


What Is MIXER-MULSION? 


It is the same dependable Semi-Solid 
Buttermilk many of you have handled for 
25 years, with delactosed whey, special 
cod liver oil and other vitamin concen- 
trates added. 


It is designed to furnish buttermilk and 
vitamin concentrates usually used in poul- 
try mashes... all in one ingredient and 
at a saving in cost. 


Each 100 pounds contains 
a minimum of: 
8,000,000 units Vitamin A 
1,089.000 units Vitamin D 
from Cod Liver Oil 
500,000 Gamma Vitamin G 
Rich in Vitamins B,, B,, Filtrate Factor 
and Nicontinic Acid 
Rich in Vitamin E (furnished by high- 
grade wheat germ, equivalent to one-half 
pound of wheat germ oil per ton of feed. 


Only a Limited Number of Feed Mixers 
can be Supplied. Those will receive in- 
dividual attention and recommendations. 


Consolidated Products Co. 


Danville, Illinois 


A Product of 
25 Years Experience Producing 
APPETIZING Feeds 
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Ne doubt every feed plant owner and 


operator is aware of the fact that fric- 
tion is a “bad thing”—that it eats up 
power. For example, if you have a 10 h.p. 
internal combustion engine connected to 
some line of shafting, and if that line shaft- 
ing is in turn belted to a feed grinder that 
requires but 7 h.p. to operate it, you would 
have no trouble in running the grinder 
provided there were no friction, or if the 
friction in the shafting did not amount to 
more than 3 h.p. However, if the friction 
in the shafting is more than 3 h.p. you will 
not be able to run the grinder at full capa- 
city unless the engine is capable of han- 
dling an overload. 

In such a set-up 3 h.p. is a whole lot to 
waste, yet it is not uncommon to find that 
proportion going to waste, namely, 30 per 
cent of the original power. At the rate of 
one cent per h.p. hour the cost of friction 
amounts to 30 cents per day for a ten-hour 
day and to $90.00 per year for 300 days 
per year. For $90.00 one can buy many 
useful things. Thus for instance you could 
buy several ball bearings for use on the 
line shafting which would reduce the fric- 
tion materially. Or, one could buy some 
new machinery for use in connection with 
the engine to facilitate work that is now 
done by hand. 

Useful and good as ball bearings are, 
however, I am not advocating their adop- 
tion. What I want to tell about here is: 
how to test your line shafting and driven 
machinery and learn just when the fric- 
tion has been reduced to the minimum. 

Simply take your watch out of your 
pocket, turn off the fuel while the engine 
is running at full tilt, and notice the length 
of time required for the engine to come to 
a dead stop. The method is the acme of 
simplicity. 

Let us suppose that the flywheel or 
flywheels of your engine run at the rate of 
300 r.p.m. The flywheels have a definite 
weight, of course. They always weigh the 
same, day in and day out, and when they 


are running at normal speed they always 


contain a definite amount of stored energy. 
No matter what month, what week, day, 
hour, minute, or second the flywheels are 
running they contain exactly “so much” 
energy at the normal speed of 300 r.p.m. 
This is easily computed from the old for- 
wv2 
mula E = —— where E is the energy 
2g 

in foot pounds; W is the weight of the 
flywheel rim in pounds; V is the velocity 
of the rim in feet per second; and G is the 
acceleration due to gravity, or, 32.16. But 
we needn't compute it at all. All we need 
know is that the energy doesn't change. 

When the fuel is shut off, therefore, the 
flywheels are bound to keep running for 
a time. How long they will run I cannot 
tell, nor can you tell without taking out 
your watch and taking the “stopping time”. 
It all depends upon that one thing we are 
now considering—friction. If your machines 
are running under full load, the flywheels 


needs watching 
in feed plants 


may stop in 20 seconds, or less. If your 
machines are running “empty” it may take 
40 seconds or more for the flywheels to 
stop. If the friction is very great, the 
wheels may come to rest in five or ten 
seconds, and if the friction is really small, 
if the line shafting is not extensive, if 
there are not many machines on the line, 
etc., it may require a full minute or more 
for the engine to come to a stop. 

It is plain, then, that friction has a great 
deal to do with the length of time required 
for the machinery to come to a stop after 
the fuel is cut off. To be sure, the weight 
of the flywheel also has much to do with 
it, but the method is the same anyway. 
Friction has the same effect on a heavy 
flywheel as on a light one, the only differ- 
ence being that a flywheel weighing 2000 
pounds will run twice as long as will a 
flywheel weighing 1000 pounds, both oper- 
ating at the same speed. 

When you make this test you had better 
do it with the machinery running “empty” 
because then conditions are more likely 
to be the same at all times. Thus, on the 
first day, let us assume that the time re- 
quired to come to a stop with all machines 
empty is exactly 15 seconds. You then 
make changes in the transmission equip- 
ment. The belts are given attention; they 
are dressed so that they will not slip and 
if too tight the tensions may be relieved. 
Bearings are cleaned and oiled. Wherever 
babbitting is necessary the bearings are 
babbitted, the shafting is aligned properly, 
and in every way possible the friction 
losses are reduced. The next time the test 
is made it takes 20 seconds to stop, which 
means that you are on the right track; you 
have actually improved conditions and 
decreased the friction load. 

You next turn your attention to the ma- 
chines themselves and clean and oil the 
bearings well. There may be a useless 
rubbing somewhere that can be cut out. 
entirely. Sometimes twine gets caught on 
shafts, gets close to a collar or bearing and 
causes more power loss than you think is 
possible. All of these matters should be 
attended to. As a final result you may 
be able to increase the stopping time to 
as much as 25 or 30 seconds or even more. 

Of course there is a limit to the amount 
of care that can be economically given to 
a machine. Too much care is expensive, 
especially when you do the work at a time 
when something else is more important. 
If you have nothing else to do, though, 
you may as well spend that time im- 
proving your equipment. 

So, in a nutshell, make the stopping 
time of your machines as long as possible 
—the longer the better. This makes for the 
highest transmission efficiency, least fric- 
tion, most available power, least waste, 
and greatest output. 
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Vernon K. Reece has been appointed 
sales manager of the VyLactos Labora- 
tories, Des Moines, Ia., according to an 
announcement by W. I. Sargent, president 
of the company. 

Mr. Reece for the past three years has 
been head of the poultry and turkey feed 
department of Sargent & Co. During the 


& FOX FOOD INGREDIENT : 


26% Protein 
Guaranteed 


Corn Products 


Sales Co. 


17 Battery Place 
New York, N. Y. 
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past three years Mr. Reece has been 
active in research work on poultry and 
livestock nutrition. Prior to joining the 
Sargent organization he was with several 
large midwestern hatcheries, specializing 
in poultry breeding management and dis- 
ease control. VyLactos, with offices in Des 
Moines and Norwalk, manufacturers of vita- 
min concentrates, dried molasses and yeast 
concentrates, are doing business in nine 
states. ; 


—chicks and feeds 


(Continued on Page Forty-one) 


blood test of each bird, to be at 
least below five per cent reaction 
to the disorder. Also to hatch eggs 
only from pure bred pedigreed 
stock. 

“The movement to improve poul- 
try stocks in every possible way is 
fast gaining momentum,” Mr. Priest 
declared. “In addition to these 
methods, and to advance poultry 
profits, we try to eliminate the 
factors which once made poultry 
growing hazardous and retain suc- 
cessful methods such as concerted 
efforts to achieve greater uniformity 
and size of eggs which command 
higher prices. We intend to install 
an automatic egg grader to facili- 


tate this plan in 1941. Uniformity of 
size is one of the state requirements 
and inspectors see to it that mem- 
bers comply with these regulations. 

“We do not resent these regula- 
tions, as the State’s okay on our 
compliance is our best assurance of 
quality, which is the very founda- 
tion of our success.” 

The company believes that in ad- 
dition to selling quality merchan- 
dise, modern equipment plays an 
equally important role. They plan 
now to install diesel engine power, 
both for economy of operation and 
protection to their investments. Al- 
though enjoying a low utility rate in 
this area power bills run to $150.00 
a month in peak operating seasons. 
Some times they have 72,000 select- 
ed eggs from blood-tested pure- 
bred flocks in their hatchery. Should 
the power lines fail through any 
cause beyond control, the financial 
loss would be heavy. An extra 
power unit, Mr. Priest believes, is 
the surest safeguard against such 
a hazard, and his decision now is to 
invest in this insurance of safety, 
combined with a money-saving fac- 
tor in their operating costs. 


CO-PRO-CO CHIPS 


wider distribution and greatly increased tonnage over the 
previous year. Total 1940 sales were 63% over 1939, 
almost double 1938, nearly 4 times 1937. This increasing 
acceptance by dog food manufacturers is the best possible 
evidence of the value of Co-Pro-Co Chips as an ingredient 
for dog foods. Write for descriptive folder containing 
samples of all four sizes of Chips (coarse to fine.) 


Available in straight cars or in cars with Buffalo Corn Gluten Feed or Diamond Corn Gluten Meal 


Co-Pro-Co Chips was first manufactured and sold late in 
1936. Each year since then, this product has had a much 


THE ALL-CORN, COOKED CEREAL 
INGREDIENT FOR DOG AND FOX FOODS 
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NEAT store front helps Econ- 
omy Feed Store attract cus- 
tomers in the East Liverpool, 


O., farming area. 


ERFORMANCE 
records demon- 
strate that the AJACS 
outgrinds any other 
machine in the same 


HP range. It is generally recognized as the most efficient 
custom grinding mill available today. 


Grinds a wide variety of feeds — grains, screenings, 
ear or snap corn, and roughage materials. Light running 


— big capacity. 


Three sizes: — Model 15, 15 to 30 HP — Model 17, 
30 to 50 HP, Model 24, 50 to 75 HP — all 3600 RPM — 
Belt or Direct Drive. Patented cutting plate, easy screen 
change, alloy shaft, SKF ball bearings and other Jacobson 
Quality features. Write for complete data and our 


30 DAYS TRIAL PLAN 


A. E. JACOBSON MACHINE WORKS, Inc. 


1076 Tenth Ave. S. E. 


Grinders—Corn Cutters-——Magnetic Separators—Feed Mixers 


Prect mail advertising of quality 


feed, plus personal service has helped 
increase profits for the Economy Feed 
Store, owned and operated in East Liver- 
pool, Ohio, by Ben Hipsley and Earl Had- 
ley. Seeking a way to build up a logging 
business, the two partners hit upon a plan 
which saved the day and increased their 
sales considerably. 

Four years ago Hipsley and Hadley de- 
cided to quit their jobs in a feed mill and 
go into business for themselves. The best 
that could be said for their prospects was 


Minneapolis, Minn. 


Mail Ads 


plus good service 
brings profit 


that they were shaky, but the two men 
had courage and invested all their savings 
in the new enterprise. 

After these first two years, when the to- 
tal sales were below $25,000, the partners 
took stock and figured drastic means were 
necessary unless they wanted to close 
shop. 

The first step was a move into new 
quarters. A new building just two blocks 
distant caught their eye. It had double 
the display and floor space, and was favor- 
ably located on a highway carrying heavy 
suburban and farm traffic, but the rent was 
higher. Keeping in mind that “You have 
to spend money to make money”, they 
leased the larger store. 

Now that the store had a new and better 
location, a way had to be found to adver- 
tise it. Local newspaper ads had already 
been tried, and had shown themselves to 
be costly and only fairly productive. Cast- 
ing about for something that would bring 
in trade and still be cheap enough so it 
wouldn't be a major expense, they hit up- 
on the mailing list plan. 

Starting out with a list of two hundred 
names of nearby farmers and suburbanites 
who raised chickens on a small scale, 
quarterly mailings were sent out, giving 
full details on feeds as well as feeding 
tips. After two such mailings had been 
sent out, definite results began to show. 

By this time the Economy Store had ob- 
tained an agency for an Ohio poultry, 
dairy and hog feed manufacturer, and had 
also picked up several brands of feeds 
that did radio advertising throughout the 
state on farm hour programs. The manu- 
facturers also supplied many free circulars 
for the mailing lists. 

Competition, however, was greater in 
the new store than it had been, for there 
were two nearby chain-stores carrying a 
line of feeds. In order to maintain the 
increases from the first few mailing lists, 
more work had to be done to get new 
customers. 

One hundred new names were added to 
the list at each quarter, and these bought 
almost as much as the older customers. 
Constantly preaching that quality was 
economy. providing first class service and 
keeping the store spic and span kept the 
trade brought in by mailed ads. 

At the end of the third year, the first in 
the new store, Economy Feed Store showed 
a 75 per cent increase in volume. With the 
end of the fourth year in sight, Earl Hadley 
and Ben Hipsley find their business still 
growing. They still continue their direct 
mail plan and it still brings in additional 
customers. 

@ JOHN F. LENNON, 85, once known as 
the “New England Flour King”, died Janu- 
ary 11 after a two-months illness at his 
home in Providence, R. I. 
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Dr. J. Frampton King, Georgia's feed con- 
trol official, has been named southeastern 
representative by the Archer-Daniels-Mid- 
land Co., Minneapolis, according to Dr. 
A. J. Pacini, director of the specialties di- 
vision of the company. 

The primary duties of Dr. King in his 
new connection will be to develop the use 
of wheat germ oil in feeds. Dr. King has 
long been interested in poultry and live- 
stock nutrition. Following his graduation 
from Clemson college he entered in a 
career in chemistry, beginning in feed and 
fertilizer control work in Georgia. 


—ideas 
(Continued from Page Twenty-seven) 


taining programs on the air lanes. 
Mr. Dehner finds it effective to put 
up the radio broadcast printed an- 
nouncements and to practice sug- 
gesting the program to others, es- 
pecially good friends and old cus- 
tomers. 

It might be mentioned here that 
dealers get more than entertain- 
ment out of these chain programs. 
The commercial announcements tip 
off smart merchandisers to what 
item is especially timely and are 
often crammed full of real sales 
arguments. One dealer in Iowa 
says he feels he increased his sell- 
ing efficiency by 50 percent simply 
by following and analyzing the 
“commercials” boosting the brand 
of feed he sells. 

“We believe in newspaper adver- 
tising and spend $1000 a year on 
this kind,’" commented Mr. Dehner. 
“Advertising isn't a_ hit-and-run 
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proposition—it is a constant, steady 
pull that gets results. I've never 
found anything better for the kind 
of business we operate. Fact is, we 
limit our advertising to the news- 
papers and to direct-mail, not 
counting a couple of painted road 
signs we have in service. It isn’t all 


the time the biggest advertiser who 
profits most — advertising of the 
right quality is important.” 
Farmers contacted in the vicinity 
of Burlington, on the banks of the 
Mississippi, were outspoken in 
praise of the Dehner policy, both in 
selling farm supplies and chicks. 


5 Smooth-flowing pulsations 
reduce wear on equipment. 


bucket without spillage. 


Send for capacity 
analysis form No. 76 
which will enable us 
to make a case-study 
of your operations. i 


The ‘“‘NU-HY” GRAIN BUCKET 


...has corrected many Inefficiencies in 
Bucket Elevator Legs... 


} Scoops in the grain with 7 No premature discharge over 

“cushioned”’ action. head pulley. 

2 Carries Maximum Loads 4 Load is discharged smooth- 

é‘ , ly due to unique design. 

Permits close spacing, avoid- 

3 ing pick-up impacts. g _ rs 4. action in head 

4 Less Damage to grain. 10 Permits wide range of belt 
speeds without affecting 


efficiency. 


11 Guarantees capacity increas- 
b Confines the load within es of from 10 to 50% to 
even 100%. 


Take advantage of this economical way of stepping up your 
bucket elevator capacity. 


Screw Conveyor Corporation 


719 HOFFMAN ST. HAMMOND, IND. 


SCREW CONVEVORS 
TRADE MARK REG. 


Here's what it does! 


“NU-HY” Buckets can 
be installed in your ele- 
vator without any belt 
or casing changes. 


ELEVATOR BUCKETS ) 


PRODUCTS U.S. PAT. OFFICE 


5—The lowest cost way. 


Write for your copy NOW. 


42 East Ohio St. 


5 Reasons Why 
“CCC” lodized-Manganesed Calcium 


for making trace elements inclusions 


1—Eliminates a difficult premixing job. 


2—Uniform inclusions assured. Special process unites 
iodine and manganese with every calcium par- 
ticle. An exclusive feature. 


3—Iodine and manganese stay mixed uniformly. Made 
to cling tightly to other ingredients. No separation 
or settling possible. Another exclusive feature. 
4—-odine content never varies. Iodine protected against 
loss over long periods by “CCC” patented process. 
Proved over six years of use by leading mixers. 


The new handy, complete Mixing Chart showing how to include the small 
recommended amounts of iodine and manganese easily and most economically 
in your feeds, supplements, and mineral mixtures is yours for the asking. 


The CALCIUM CARBONATE COMPANY 


“Pioneer producers of trace elements products” 


CHICAGO,ILL. CARTHAGE, MO. 


Box 409 836 Brandeis Theatre Bldg. 
OMAHA, NEB. 
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Quality Lines 


T* feed and elevator business of Wil- 
son & Son, Sparta, Mich. has been built 
upon quality. This means using quality 
equipment, doing quality grinding, selling 
quality commercial feeds, using quality 
ingredients in their own brand of feeds 
and for mixing with farmers’ formulas, 
selling quality beans from their elevator. 

The firm consists of Charles E. Wilson 
and his son, Charles E. Wilson, Jr. Mrs. 
Wilson acts as bookkeeper. The elder Wil- 
son is manager and the younger one is 
general utility man. 

“Throughout our entire business,” says 
Mrs. Wilson, quality characterizes our oper- 
ations. One of our greatest aids in selling 
feeds is the fact that we make a specialty 
of drying damp grain. We secure more 
advertising from this fact than from any- 
thing else. We not only dry grain and 
beans but we grade small grains and take 
out the wild onion seed, a great deal of 
which appears in the grain grown in this 
community. We can handle 150 bushels per 
hour. When the grain comes out, it is 
dry and has no odor or taste of wild 
onions. We have gained a great reputa- 
tion from our method of drying grains and 
beans and this reputation has been a de- 
cided asset in selling feeds.” 

The Wilson plant is rather a spacious 
building. It is located on the outskirts of 


THAT NAME ON SEEDS 
MEANS EASIER 


Olds’ Old Gold Seeds will bring you better business 
year after year. For 53 years farmers have recog- 
nized their superiority. Write today to be put on our 
mailing list of current prices! Feature Olds’ Wiscon- 
sin Certified Hybrid Corn, Wisconsin Pedigreed 
Grains, Hardy Verified Origin Alfalfa and Northern 


Grown Clover Seed. 


OLDS’ SEED CO. 


Dept. 23 


e48e 


attract customers 
says charles wilson 


Sparta at the end of the main street. It has 
sidetrack facilities on the railroad and a 
long stretch of loading and unloading plat- 
form on the opposite side. The elevator 
has a capacity of 40,000 bushels. 

Mr. Wilson came to Sparta in 1924 from 
Caledonia, Mich., where he had been in 
the general elevator business all his life. 
The plant he purchased had been built 
some years before but had not been in 
operation for a year previous to his pur- 
chase. He practically rebuilt the plant. 
It is equipped with a 24-inch Monarch 
attrition mill, a l-ton Burton mixer, corn 
sheller and small equipment. 

Custom grinding is a very important part 
of the business. High quality ingredients 
of all kinds are kept on hand for custom 
ground mixtures. These include dried mo- 
lasses, which is easily mixed with other 
ingredients. If the customer's grain is 
damp, it is dried with the drying apparatus 
and if it contains foul matter, including 
wild onion seed, it is cleaned and graded. 

The Wilsons put out a line of poultry 
feeds of their own, consisting of a starting 
mash, growing mash and laying mash. 
They try to reciprocate with the farmers 


today. 


Madison, Wis. 


New .. . 20th Edition 
FEEDS and FEEDING 


O person engaged in producing or 

handling feeds can afford to be 
without the 20th Edition of FEEDS 
AND FEEDING. It is the greatest and 
most practical compilation of information 
on livestock feeding and nutrition ever 
issued. The new edition has been com- 
pletely rewritten and contains nearly 300 
pages more than the old book, including 
an entirely new chapter on proteins, min- 
erals and vitamins. 


Get your copy of FEEDS AND FEEDING 
direct from The Feed Bag by mailing your 
check for $5.00. For $6.00 we will include a 
year’s subscription to The Feed Bag plus The 
Feed Bag Annual. You save a dollar. Order 


Che feed Bag 


Milwaukee, Wisconsin 


of their community and buy all the grains 
possible from them to use in their own 
brand. Their drying and grading equip- 
ment make it possible to buy these grains 
in much larger proportions than they would 
otherwise be able to do. It also makes it 
possible to offer in their own brand the 
highest quality. 

The same high quality characterizes 
the two brands of commercial feeds 
carried. One of these brands, a higher 
price brand, has been known as a stand- 
ard of quality for a long time and this is 
the brand that is promoted. 

Poultry feeds produce the largest vol- 
ume of sales, followed by dairy feeds and 
then by hog feeds. 

Coal is another important item with this 
concern, from 75 to 85 cars a year being 
handled. Seeds and fertilizers are also 
handled in quantity. 

The company operates two l-ton trucks. 
Commercial feeds, ingredients for mixed 
feeds and other items are picked up in 
Grand Rapids. 

The best results from any business are 
achieved when a buying as well as a 
selling service is maintained. So, in addi- 
tion to the items sold, an elevator business 
is done. Wheat, oats, rye, barley, corn and 
beans are purchased for shipment. 

The manufacturer of the high quality 
commercial feed handled mails out litera- 
ture several times a year to a list of 300 
names. This literature bears the Wilson 
imprint. It is helpful because it explains 


feeding programs and impresses customers 
with the fact that high class feed is han- 
dled at Wilson's. 


By F. B. Morrison 
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Jowa President 


Gayle Snedecor, Farmers Lumber Co., 
Rhodes, Ia., new president of the Western 
Grain & Feed association, brings a wealth 
of retail experience to his new post. Recog- 
nized as one of the strongest and most 
worthwhile organizations in the country, 
Western Grain & Feed association under 
the leadership of President Snedecor, prom- 
ises to carry on its good work. As one of 
its projects, the association at the present 
time is seeking some changes in the Iowa 
itinerant merchants law so that it will affect 
every peddler. 

——— 
NEW PRODUCT ANNOUNCED 

A new product for feed manufacturers, 
“Mixer Mulsion” has just been announced 
to the trade by D. Lewis, president of the 
Consolidated Products Co.. Danville, Ill. 

Three years of research were required to 
develop the new product, a mixing in- 
gredient for which the maker claims a 
guaranteed analysis on vitamins A, D and 
G. Each pound contains 80,000 units of 
vitamin A, 10,890 units of vitamin D, and 
5,000 gamma of vitamin G. The product is 
also said to be rich in vitamin E, B’, B’, 
nicotinic acid and filtrate factor. 

It is called Mixer Mulsion because it is 
an emulsion of various vitamin oils in a 
condensed buttermilk “delactosed” whey 
product. At the present time. due to limit- 
ed production facilities for the product, the 
maker advises only a limited number of 
feed manufacturers can be supplied. 

CHEESE PRODUCTION 

Production of cheese in Wisconsin took 
3,891,000,000 pounds of milk last year, ac- 
cording to the crop reporting service of 
the department of agriculture. Over 370 
million pounds of cheese were produced 
during 1939 which was more than half the 
cheese made in the entire country. 

@ ROBERT EVERETT joined the staff of the 
King Midas Flour Mills, Minneapolis as 
advertising manager, effective January 27. 
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Sell your customers Armour’s 
50% Meat and Bone Scraps 
... They'll get eggs and 
you'll get profits ! 


@ Right now good egg production is 
profitable for poultry raisers. Armour’s 
Meat and Bone Scraps contains the 
protein and minerals that laying hens 
need. It has a long record of increasing 
egg laying in winter. The man who 
buys this feed from you will be back 
for more. It’s this confidence, this re- 
peat business — that makes profits for 
you. 

Armour’s 50% Meat and Bone Scraps 
is an excellent poultry fattening feed, 
too, just as Armour’s 60% Digester 
Tankage is ideal for hogs, and Armour’s 


Special Steamed Bone Meal is a sup- 
erior mineral supplement for dairy 
cattle and all young livestock. 


ARMOUR and COMPANY 


NO-MILK 


NO-MILK Calf Food has been a popular profit 
item with feed dealers for more than 55 years. 
More than 1100 dealers who now handle No-Milk 
Calf Food are helping their customers raise better 
calves and hogs. Write today for complete infor- 


FOND DU LAC 


mation and prices. 
National Calf Pellets Are Also Available 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Mgr. 


WISCONSIN 


CORN - OATS 


MINNEAPOLIS 


Poultry and Milling Wheat 


ANY GRADE... ANY QUANTITY... ANY TIME... 


Write or Wire for Quotations 


BUNGE ELEVATOR CORPORATION 


FEED BARLEY 


MINNESOTA 
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POTASSIUM IODI 
ro ASST Ta 10 7) 
16001 


DE MIX 
DE MIX 
DE MIX 


@ An intimately blended and milled combination of 
90% Potassium Iodide U.S. P. with Calcium Car- 
bonate and Calcium Oxide. Protected by U.S. Patent. 


A stable, very finely divided Powder, bulky and free 


running, thus assuring uniform distribution and a 


uniform ration of Iodine in your feeds. 


Write for Sample and Circular 


/PFIZER 


1849 Manufacturing Chemists 


EF ovine 
CONTENT 
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CHAS. PFIZER & CO., INC. 


81 MAIDEN LANE, NEW YORK, N. Y. 444 W. GRAND AVE., CHIGAGO, ILL. 


ry Our Specialized Service 
for Feed Manufacturers 


As millers of grain specialities for feed manu- 
facturers we offer you individual, personal- 
ized service which guarantees satisfaction. 
Next time you are in the market for any of 
the products listed here let us furnish your 
requirements. Our fast service and quality 
products make it worth your while to buy 
from us. 


FAST SERVICE 


FRUEN MILLING CO. 


MINNEAPOLIS, MINN. 


Table Rolled Oats 
Feeding Rolled Oats 
Steel Cut Oat Groats 
Feeding Oat Meal 
Pulverized and Bolted 
Oats 

Whole Oat Groats 
Steel Cut Wheat 
Ground Oat Groats 


Oat Mill Feed 

Oat Mill Feed with 
Molasses 

Pulverized and Bolted 
Screenings 


Steam Crimped Oats 
Steam Rolled Barley 


mig’ 


Announce Electric 
Fence Controller 


A new all electric 110 volt fence con- 
troller has been put on the market by the 
Guaranteed Products Corp., Wellington, O 
The new unit, said to be different from any 
110 volt unit introduced to date, is the 
result of two years of experimentation and 
research on 110 volt controllers. 

The new fence controller embodies an 
ingenious current limiting device which 
maintains voltage and amperage well 
within the standards prescribed by various 
electric fencing codes. Attachment plug of 
the machine houses removable fuses which 
prevent overloading either the fence wire 
or the controller. These new Shox Stox con- 
trollers are being displayed at many of the 
winter conventions. 


LUNDIN JOINS LARSON 

Vernard E. Lundin, formerly associate 
editor of the Mankato (Minn.) Free Press, 
is now associated with Lloyd S. Larson in 
the Lloyd Larson Advertising Service, Man- 
kato, an agency specializing in agricul- 
tural advertising. 

Starting with the Mankato Free Press in 
1929, Mr. Lundin worked in various editor- 
ial capacities and in 1936 became as- 
sociate editor. In that capacity he devel- 
oped a weekly farm section which is now 
an outstanding feature of the publication. 


STICKROD APPOINTED 
B. E. Stickrod has been appointed south- 
western representative of the Calcium 
Carbonate Co., succeeding W. E. Thomp- 
son. Mr. Stickrod has his headquarters at 
Carthage, Mo. He has had a great deal of 
nutritional work at the University of Mis- 
souri college of agriculture, Cornell uni- 
versity and Colorado State college. 
DEALERS MEET 
Independent retail feed dealers of North- 
ern Pennsylvania held their annual meeting 
at Binghamton, N. Y. on January 21. Arthur 
C. Babson, economist, was the main speak- 
er, choosing “The Business Outlook for 
1941” as his subject. 
——_¢ 


NEW BRANCH 

Irvington Feed & Poultry Co., Indian- 
apolis, recently opened a new branch’ 
store. It will be operated by J. F. Milliser, 
Jr., son of the owner. 

@ WALTER THIEL, new owner of the Freas 
Feed Mill, Milledgeville, installed a new 
vertical feed mixer last month. 
@ L. E. WHEELER, who has served the 
King Midas Flour Mills in many capacities 
during the past few years, is now sales 
manager of the Apple River Mill Co., 
Minneapolis, feed division of the King 
Midas Flour Mills. 

@ WOODBINE Feed Association, Wood- 
bine, Ill., recently elected the following 
officers for the coming year: Charles Sta- 
el, president; Frederick Klopf, vice-presi- 
dent; and George Winter, secretary and 
treasurer. 
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Salt Hay Sales 


Yo) not resolve for 1941 to become 
known as a specialist in some one 
line of the feed business? Twelve years 
ago R. B. Totten & Son, Yardville, New 
Jersey, picked on salt hay as their oppor- 
tunity and now they are hard pressed at 
times to keep up with the calls they have 
for it. 

Of course, they also handle just common 
hay, straw, alfalfa meal, corn, wheat and 


HERE'S a load of salt hay 
ready for delivery to a cus- 
tomer from the R. B. Totten 
& Son, Yardville, N. J. 


oats but when salt hay is mentioned most 
buyers over a large Eastern section think 
of Totten. The farmers with hay to sell 
think of that, too, because they always 
offer fair prices, send a truck for it and 
pay cash. 

Their sales of salt hay for 1939 reached 
600 tons and for 1940 hit the 800 mark. 
Most of it was used for industrial purposes; 
concrete work of all kinds during the 
winter, road construction through certain 
soil types, quantities are spun into rope 
for use in making cast iron pipe and cer- 


boost new jersey 
dealer’s profit 


tain manufacturer products are packed 
in it. 

As a feed for livestock it has little value 
but small-fruit growers and nurserymen 
use a lot of it for mulching and packing. 
Several truck loads go each year to the 
Finger Lake region of New York state and 
the Pocono mountains of Pennsylvania to 
be used in storing natural ice. 

Most of the crop is baled with an aver- 
age weight of 128 pounds. The truck shown 
in the photograph has an 8 ton load and 
the trailer alongside of it carries ten tons 
when it leaves for Boston, Mass., Pittsburgh, 
Pa., or any place between these 600 miles. 

The growers receive from six to ten dol- 
lars a ton for the hay which grows year 
after year on the salt marshes without at- 
tention from anybody. Users of the hay 
pay from fifteen to twenty dollars a ton 
depending on quality, quantity and dis- 
tance. 

—— 


SET CHICK SHOW DATES 

The 25th anniversary of the International 
Baby Chick association will be celebrated 
at the next annual convention and exposi- 
tion at the Municipal auditorium, Kansas 
City. July 22-25. The event will be known 
as the Silver Jubilee convention. Plans are 
being made to have a number of other 
poultry groups and associations meet the 
same week. Already several national or- 
ganizations have made arrangements to 
meet in Kansas City at this time; such as 
the Egg & Poultry National board, the Col- 
legiate Poultry club, the National Poultry 
Producers federation, the National Turkey 
federation, and the U.S. R.O.P. federation. 


Every hatcheryman, poultry- 
man and dairyman in your 
community is either a user or a good 

rospect for HTH-15. Around poultry, 

TH-15 is used as a spray or rinse to 
disinfect buildings and equipment— 
as a floating dry dust to guard against 


For POULTRY 


and 
DAIRY 
SANITATION 


FLOATING 
POWDER 


respiratory diseases. Dairy- 
men use HTH-15 to sterilize 
all dairy utensils—to keep bacteria 
counts down and avoid milk rejects. 
HTH-15 is a free-flowing powder that 
will not freeze or become lumpy. It is 
harmless to dairy metals. 


EASY TO STOCK<EASY TO SELL 


There is a steady demand for HTH-15. 
Constant advertising in poultry and dairy 
magazines has built a great, waiting mar- 
ket. There are just two sizes to stock—the 


1-lb. can retailing at 50c and a 3-lb. can 
at $1.00, with a handy measuring spoon 
packed with can. Drop us a card today 
and let us send you more information. 

1004 


THE MATHIESON ALKALI WORKS (lInc.) 
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THE Vitamins 
G (Riboflavin) and Bi, 
present in effective 
amounts, do the job. In- 
dependently conducted 
tests, reports from satis- 
fied feeders, give ade- 
quate proof. But prove 
it to yourself and to your 
customers by mixing 
Produlac Dried in chick 
feeds. Put it to the su- 
preme test. Substitute it 
for a more expensive 
ingredient — dried skim 
milk for example. Tests 
show it may replace up 
to 100% of this compo- 
nent. Investigate Produlac 
Dried today. 


FEED DEALERS: Send 
for a supply of new Pro- 
dulac Dried folders NOW 
to Dept. B, Grain Products 
Division, National Distill- 
ers Products Corporation, 
120 Broadway, New York. 


7 DRIED 


TSTILLERS GRAINS WITH SOLUBLES 
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(Continued from Page Twelve) 


limit on running inventory, the best 
policy has always been to maintain 
high quality, coupled with best pos- 
sible prices. There is no place in 
the policy of the small or medium 
scale feed retailer, for inferior pro- 
ducts; they simply don't come near 
deserving the space they occupy. 

Both cash and book sales are 
handled. Mr. Thompson is very 
careful about opening accounts, 
and manages to keep the uncollec- 


tibles extremely low. With the hu- 
man element never entirely infal- 
lible, there will always be some 
loss. Apparently, however, a high 
degree of respect and conscien- 
tiousness has been awakened 
among the credit patronage. The 
grocery department at Thompson's 
usually shows doubtful accounts 
coming to around five per cent of 
the total, whereas in the grain di- 
vision this figure seldom goes over 
one per cent. 


A master stroke a few years ago 
that proved invaluable in keeping 


Sunset Feed & 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


CLO-TRATE 


Cod Liver Oil fortified in 
vitamins A and D. 


“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


FEED JOBBERS' 


Distributors of : 
Hubinger (Keokuk) 
Corn Gluten Feed 

Kellogg’s Hominy Feed High in flavin, milk albumen, 
Chenango Dried Whey 
Wheat Germ Oil 
Wheat Germ 


WRITE US FOR FURTHER INFORMATION 


Grain Co., Inc. 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


SUNSET BRAND FEED 


(an exclusively milk product) 


and milk minerals. 


and increasing the good will of the 
farmers was the engaging of one 
of them as “route man”. 

Wilson G. Hillman was well 
known in western New England 
for many years. He was especially 
successful in the raising of milking 
Shorthorn cattle, and manufacture 
of highest quality maple sugar and 
cream. When he retired from active 
farm life, he was far too vigorous 
to “just do nothing’. His work in 
cattle raising had given him some 
knowledge of grain, and he soon 
came to work for Thompson's. Na- 
turally, when he became Thomp- 
son's. “route man” to so many farm- 
ers who had long known and re- 
spected him, no result but over- 
whelming confidence could have 
been possible. 

If there is one thing that Mr. 
Thompson has done above all 
others, it is to show definitely that 
the small-town feed dealer can op- 
erate a profitable business. Times 
have changed, perhaps will change 
more, he points out, but it is up to 
the “little fellow” to study out his 
own individual situation, and adopt 
or modify his methods accordingly. 


Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran ana Middlings 


TENNANT & CO. 


(Higher in Protein) 
@ 


LAKE CITY, MINN. 


FOR SALE 
HAY and STRAW 


Write for delivered prices in straight 
or mixed loads, shipped by car or 
truck, of the following: 


Rabbit and dairy alfalfa hay 

Horse hay © Poultry straw 

Animal straw ® Nesting hay 
Concrete covering hay 


Osborn Hay & Milling Company 
819 11th Street e Phone 1109-W 
OSHKOSH, WISCONSIN 


ALES for YOU/ America’s 
Head/ine Poultrymenand 
Directors of Poultry Research 


gran 
ANITE 
GRIT 


Use and Recommend 
STONEMO GRANITE GRIT 


Can You afford to handle any other 


dune 
ALL SIZES=CHICK TO 
TURKEY IN CLEAN 
SACKS=~ FREE FROM 
WASTE- GUARANTEED 


grit? We guarantee STONEMO to out- 
sell any other brand or money re-" 
funded. Write today for prices. 


STONE MOUNTAIN GRIT CO. INC. 


LITHONIA 


GEORGIA 


Deutsch & Sickert Co. 


741 N. Milwaukee Street 
Milwaukee, Wisconsin 


e 
© Norge Pure Cod Liver Oil 
® Staley’s Corn Gluten Feed 
® Staley’s Soybean Oil Meal 
© Big Chief Meat Scraps 


Grain Feed Hay 
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Eclipse Feed Mills 
Plant Is Reopened 


Eclipse Feed Mills, Inc., Highland, III., 
reopened January 18 with a completely 
rebuilt plant, following a disastrous fire 
last June, according to B. R. Bauman, man- 
ager. The new plant has a capacity of 
65,000 bus., two thirds of which will be 
used for government storage, the remainder 
for current needs of the mill. 

Mr. Baumann advises that the plant is 
now manufacturing a complete line of 28 
feeds. Since the fire, the firm's products 
had been mixed by contract by East St. 
Louis firms. Equipment includes unloading 
drives, equipped with hydraulic lifts, shell- 
ing machine, shakers, molasses tank and 
handling equipment, etc. The plant held 
open house on Janaury 18 at which time 
coffee and hot stew were served to all 


visitors. 


STREAMLINED BUILDING 

Farmer's Co-operative Elevator Co., Bel- 
videre, Ill. has opened a fine new building, 
including office, display room, warehouse 
and scale. The new building has a modern- 
istic, streamline design, with plenty of 
lighting. The company was organized in 
1920. Andrew J. Barney has been general 
manager for the last 18 years. 


@ SAM RICE, Rice Grain Co., Toledo, O., 
returned from the hospital recently after a 


tonsil operation. He is now vacationing in 
Florida. 


NEW YORK 


Garrett Busch, operator of a feed and 
coal business at Hempstead for 35 years, 
died recently at the age of 75 at his home 
in Garden City. 

Lake Shore Seed Co., Dunkirk, recently 
sustained a loss of $300,000 when fire of 
unknown origin destroyed the main build- 
ing of the plant. 

Delhi Milling Co., Delhi, will rebuild the 
plant destroyed by fire last month, it was 
announced by Herbert M. Dawson, owner. 

Manning & Clark Feed store, Unionville, 
suffered a loss of $35,000 through fire. 

Linus S. Turner, 84, retired grain dealer 
of Syracuse, died at his home January 6. 

Mrs. Sarah Campbell Reilly, owner of a 
grain business in Brooklyn for many years, 
died recently at the age of 84. 


@ WARREN LAMBERT and James Gough 
were elected to three year terms as di- 
rectors of the Farmers Co-operative Eleva- 
tor Co., Belvidere, Ill, at a meeting of 
stockholders recently. A dividend of 6% 
was declared on all stock. 


@ STOCK GROWERS MILLING CO., Sulli- 
van, Ind., opened for business last month, 
handling commercial feeds. 

@ W. J. SMALL CO., manufacturers of feed 
concentrate, established its second plant 
near Liberty, Mo., recently. 

@ LAKE-COOK Farm Supply Co., Blue Is- 
land, Ill., recently voted a dividend of $45,- 
000 to be paid to stockholders. 


Step-Up Your 1941 Sales 
With These RYDE Specialties! 


Nutritive Minerals 

Ryde’s Nutritive Minerals 

contain calcium from 

cooked and ground egg 
)axseae shells, egg albumen plus 
other health giving min- 
erals that give faster 
growth and more resist- 
ance to disease. 


RYDE & CO. 


5425 W. Roosevelt Rd. 
MANUFACTURERS OF SPECIAL FEEDS 


Melkcentrate 


Ryde’s Melkcen- 
trate is a specially 
prepared 32% con- 
centrate, made 
from dried blood, 
processed into de- 
sirable cereal 
ingredients, with 
buttermilk and dried whey. 


CHICAGO, ILL. 


DENVER 
ALFALFA 


MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 


Milling & Products Co. 
LAMAR, COLO. 


Merchants Exchange 
ST. LOUIS 


income. Write for details. 


Waterloo, Iowa 


Direct Carlot Shipments: 


V-C FERTILIZERS | sa 


Dealers and Canners — sell these 
finer mixtures. We believe we can offer 
you a real opportunity to add to your 


Warehouses: ATLAS STORAGE CO. 
- 6th & Virginia, Milwaukee, Wis. 


WATERLOO MILLS COMPANY 


VIRGINIA-CAROLINA CHEMICAL CORP. 


EAST ST. LOUIS, ILL. 


Sure to Satisfy 


SHOW A LARGER PROFIT FOR 1941 


You can make 1941 show unusual profits 
by taking advantage of the money sav- 
ing and money making features of Kelly- 
Duplex mill and elevator equipment. 
You will eliminate much non-productive 
shut-down time and costly repair bills. 
You'll enjoy the money saved by low 
cost power consumption ... savings that 
apply to the entire Kelly-Duplex line of 
machinery. Get all the facts ... write 
for the new Kelly-Duplex catalog and 
money saving prices. 


Everything for mill and elevator 


THE DUPLEX MILL and MANUFACTURING CO. 


SPRINGFIELD OHIO 
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A TRUSTED 
WEAPON 


When fighting a harmful lack of vita- 
mins A & D in your poultry ration. 


PDEVOLD'S “STANDARD” 


Devold’s Vitamin A & D Feeding 
Oil USP A/100 
AOAC D. 
—Contains vitamins in same ratio as 
found in normal USP Cod Liver Oil. 
—Biologically Tested— 


Write for information and prices 


PEDER DEVOLD OIL Inc. 
Affiliated with: 
CHAS. L. HUISKING & CO., Inc. 
147-P Varick St., New York, N. Y. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 
Specialize in 
GOOD 
CORN and OATS 


For 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


Clean Quill 


* MINERAL 


| SELL this mineral 


For that is really different 
Hogs —it offers an oppor- 
Poultry tunity for greater 
cae profits! Write for 


details. 


WATERLOO MILLS CO. 
Manufacturers 
WATERLOO, IOWA 


IOWA 


E. H. Huibergste, Anamosa, Ia., opened 
a new feed mill. The new mill is equipped 
with office, feed house and elevator. 

Sanford Zeigler, Fairfield, sustained a 
loss of $10,000 recently when his grain 
elevator was destroyed by fire. 

Henry Field Seed Co., Shenandoah, re- 
cently re-organized its corporation articles. 
Henry Field is president. 

Beaver Valley Milling Co. and Inland 
Milling Co., Des Moines, were consolidated 
recently, and now has the name of Inland 
Mills, Inc. J. D. Kent, president of the 
Inland company, will remain as president 
of the new organization. 

J. J. Mullaney & Sons Co., Sioux City, 
lately announced it was changing its 


ROLLED OATS 


Other DEMON Products 


@ STEEL CUT OATS 

® WHOLE OAT GROATS 
@ FEEDING OAT MEAL 
@ REGROUND OAT FEED 
@® OAT GROAT FLOUR 
@ PULVERIZED OATS 


Des Moines Oat Products 
Company 
DES MOINES, IOWA 


Minnesota Girl Flour 
Good Bread Flour 
quality 


spring wheat flours 


A Complete Line of Mill Feeds 
Capital Flour Mills, Inc. 


Corn Exchange Bldg., Minneapolis 


name to J. J. Mullaney Co. No change in 
personnel was made. 

Western Flour Mills, Davenport, recently 
completed construction of 30 new storage 
bins, increasing its capacity by 50,000 
bushels. 


CONNECTICUT 
.«Dayville Grain Co., Plainfield, suffered 
the loss of its grain storage plant in a 
fire which later swept the entire city, in- 
flicting damages of over $50,000. 

Yantic Grain Co., Norwich, held its an- 
nual dinner for the staff of the company 
recently. 130 employes attended. 

Frederick I. Nordgren, Cromwell, recently 
purchased the feed business of Walter 
Fawthorpe, and will continue in the same 
line. 

Norwich Grain Co.. Norwich, recently 
suffered losses of $5,000 when fire broke 
out in its storerooms. 

Cutler Co., Greenfield, Mass., recently 
leased a building in Bridgeport for the 
manufacturing of feeds. 

@ PLAINVIEW DAIRY FARM, Louisville, 
Ky., sustained a loss of $25,000 when fire 
destroyed stores of hay and feed recently. 

— 
@ CHARLES F. BARROWS, 66, owner and 
manager of the Highland Grain Mills Co., 
Weedham, Mass. died last month. 

— — 
@ GALVA Co-operative Grain & Supply 
Co., Galva, Ill., held its annual meeting 
last month, declaring a dividend of 5% on 
all stock. 


Dependable-Uniform 


400 D 400 D 85 D 
3000 A 1000 A 600 A 


Sardine oil—natural fish liver oils 
F. E. BOOTH CO., INC. 


Department FB 
110 MARKET ST.,SAN FRANCISCO, CAL. 


newt 


No delays in loading when your 
truck picks up feed from the biggest 
stock in the middle west. 


Peat Moss, Fish Meal, Calf Manna, Dry 
Molasses, Vitamin Oils, Brewers Yeast, 
Beet Pulp, Malt Sprouts, Peanut Meal, 
Mill Feeds, Alfalfa Meal. 


FEED SUPPLIES. Inc. 


West Allis—1637 South 83rd St. 


No. Milwaukee—3328 W. Cameron Ave. 


E. K. STEUL CO. 


MADISON, WISCONSIN 
Manufacturers Representative 


For quality, satisfaction and service 
handle these popular feeds 


CLINTON 


Corn Gluten Feed................ 23% P. 

Sweetened Gluten Feed....18% P. 

Corn Gluten Meal.................. 41% P. 

Toasted Soybean Meal....,......44% P. 
Linseed Meal 


Oat Products & By-Products Feeds 
Clo-trate Cod Liver Oil 


Get our prices when in the market. 


435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 
High Grade Color Printing 


Catalogs and. Trade Publications 


e540. 
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Employment Bureau 


A complimentary, confidential service — 
address your inquiries to The Feed Bag 


— 


POSITIONS WANTED 


SALES SMAN—Seven years experience as gen- 
eral monager. Well acquainted with feed trade 
in Minzesota, Wisconsin and northern Michigan. 
Good knowledge of feed and fertilizer formulas. 
Married, age 29. Refer to No. 2141, % The Feed 
Bag, Milwaukee, Wis. 


~ SALESMAN—Wide experience with nationally 
known feed manufacturing concern. Wisconsin 
territory preferred. Married, age 46. Refer to 
No. 0141, % The Feed Bag, Milwaukee, Wis. 


SALESMAN or feed mill manager—experi- 
enced in bookkeeping and assistant manager's 
work. Prefer Wisconsin territory, but will work 
Grewhese. Age 37, married. Refer to No. 1140, 
% The Feed Bag, Milwaukee, Wis 


MANAGER feed and grain business—or sales 
work— twelve years’ experience in feed and 
grain business. Well recommended. Willing to 
work anywhere. Age 40, married. Refer to No. 
1144, % The Feed Bag, Milwaukee, Wis. 


POSITIONS AVAILABLE 


FEED BROKERS—to call on wholesale and re- 
tail feed mixers to handle sardine oil and for- 
tified oils. Must be acquainted in feed indus- 
try. Give full particulars in first writing. Refer 
to No. 121A, % The Feed Bag, Milwaukee, Wis. 


SPECIALTY SALESMAN—with knowledge of 
nutrition and chemistry ot contact feed manu- 
facturers in middle western ane Write 
for proposition. No. 124A, % The Feed Bag, 
Milwaukee, Wis. 


FEED SALESMAN—Eastern territory. Must be 
acquainted in feed industry and be able to pro- 
duce. Give full information. Refer to No. 1410A, 
% The Feed Bag, Milwaukee, Wis 


FREDMAN BAG CO. - 
MILWAUKEE, WIS. 
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New Vitamin Booklet 
Issued by Merck 


A revised edition of “The Story of Vita- 
min B,” can be obtained on request from 
Merck & Co., Rahway, N. J., according to 
a recent announcement. The booklet pro- 
vides latest information on all phases of 
Vitamin B, technology, including chemical 
and physical properties, use in animal and 
human nutrition, its role in plant growth, 
etc. A recent substantial reduction in the 
cost of Vitamin B, crystals provides a 
further incentive for the milling field to in- 
crease the nutritive qualities of white flour. 


RESANOL (Disinfectant and 
Dip, Coeff. 6) WHITPINE 

e Disinfectant for Incuba- 
tots) SHYDROL (Litter Sor ray Concentrate for Coc- 
cidiosis Control) eWHITMOYER INCUBATOR FUMI- 
GANT*KLOREX (Concentrated H: hlorite Powder) 
WHITOLINEUM (Red 2 Pa int) e ROOST 
PAINT (Nicotine Comp g Poultry). 


Poultry Disease “Treatments 


PROTOSEP Treatment for Coccidiosis) 
PR Antisepticand Astringent) 
eAMYT for Colds and Roup) 
(Blood Sola e Anti-Pick) e VERMEX 
(“‘Two-in-One’’ Worm Tablets) e OVUMIX Cronie 
and for Worms.) 


‘or prices and full de: 
WANTMOVER LABORATORIES, tne, 
14 e TOW PENNSYLVANIA 


Pecos Valley Alfalfa Mill 
= 


TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Wallies 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NBW MEXICO 


@ QUALITY 
@ DEPENDABILITY 
@ ECONOMY 

@ SERVICE 

@ REPUTATION 


VITAMIN A ano. 


“NOPCO XX’’* Genuine Cod Liver Oil 


base as always 
*Trademark of 


NATIONAL OIL PRODUCTS COMPANY 


HARRISON, NEW JERSEY 


There's a Very 
Definite Reason 
for Selling 


(onkeys Feeds 


-Justas there is 
for Feeding Them- 


Y- for non-fermenting Brewers’ 
Yeast (Vitamins B & G) 


o- for Cod Liver Oil (Vitamins 
A and D). Also Wheat Germ 
Oil (Vitamin E) 


Vitamin potency prolonged by 
Exclusive Patented Process. 
This big Y-O story is making Sales 
and Profits for Conkey Dealers. Why 
not get the benefit of Conkeys nation- 
wide advertising...on the radio... 
in leading Poultry and Farm Papers 
. .. ALL driving home the exclusive 
Conkeys “Y-O” story. Get Conkeys 
liberal dealer proposition. Write today. 


The G. E. CONKEY CoO. 


6761 Broadway, Cleveland, Ohio 
Mills and warehouse stocks at convenient centers 


SELL (onkeys— THE YEAR ROUND PROFIT LINE 


( 
= = 

A 
110 
we {Ww \NE > hones Your inquiry would be appreciated. : 
| 
BAGS 
550 


Service department for our readers. Low 
Rates: 35c per line: minimum, four lines 
including heading. 


PRICED FOR QUICK SALE 
ATTRITION MILLS 
One Sprout Waldron 18-in. double runner, belt 
drive, $30.00. 
Two Sprout Waldron 20-in. double runner, 
belt drive, $35.00 each. 
One Robinson 20-in. with or without motors 
and belts, mill only, $30.00. 
One Magnetic Separator, almost new, $65.00. 
HAMMER MILLS 
One Blue Streak No. 30 complete, rebuilt, 
guaranteed same as new machine, with or 
without motor. A real buy 
One Bauer style 182, screen 15x38, complete 
with magnetic separator and with or without 
motor, two years old. 
One Jay Bee Humdinger, with or 
motor. 


without 


MIXERS 

Haines half ton with pulley for belt drive, 
vertical. 

Half ton horizontal for basement operation. 

Blue Streak half ton complete with vee drive 
and motor and starter for three phase opera- 
tion. 

Corn Cutter with aspirator and three sizes, 
about 1,000 lbs. per hour, $75.00 

FEED BAG TRUCKS 

All types. Also four wheel type. Rubber 
tires for your present trucks. Prices you cannot 
beat. 

All equipment in working order, ready to 
run, and prices you cannot duplicate. 

All items are subject to prior sale. Write or 
wire at once. Keep us posted as to your needs. 
We are feed mill equipment suppliers, new and 


INDUSTRIAL EQUIPMENT COMPANY 
Jefferson Street 
MILWAULEE. WISCONSIN 


EXCELLENT SIDE LINE 
Salesmen to sell attractive counter display 
card, “DI-FAST” rat killer. Write for details. 
Standard Products Co., Napoleon, Ohio. 


HEALTHIER HENS 
From mashes with UNIVERSAL YEAST — 
Means MORE EGGS. 
The natural results — Satisfied customers that 
repeat on your mashes. 
Free Formula Service 
RICE LABORATORIES, 


Dassel, 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style machine—used short 
CD-116, % The Feed Bag, Milwaukee, W: 


CORN CRACKER AND GRADER FOR SALE 
dition, guarantee. Write CM-116, 

ye The Feed Bag, Milwaukee, Wis. 


MILL SALE 

Has 30 H.P. motor —used only short time. 

Like new. for Waite MM-116, % 
The Feed Bag, waukee, Wis. 


WHOLESALE CHICKS — U. S. APPROVED 
Pullorum tested. Buff Rocks, Partridge Rocks, 
Silver Wyandottes, Dark Anconas, 
Australorps, New Hampshire 
LACLEDE HATCHERY, LEBANON, MO. 


FEED STORE AND MILL FOR SALE 

Sprout Waldron 22-inch mill; Duplex ton 
mixer and corn crusher. 2-story building. Write 
NW-241, “% The Feed Bag, Milwaukee, lis. 

MILLS FOR SALE 

13-inch Papec, 16-inch Papec and two late 
model Kelly Duplex Hammermills for immediate 
shipment—all in good condition. Write PC-4100, 
% The Feed Bag, Milwaukee, Wis. 

FOR SALE — ATTRITION MILL 

Grinding plates in first class condition, with 

motors and all equipment to make first class 


custom grinding outfit. Write PPC-4101, % The 
Feed Bag, Milwaukee, Wis. 


FEED MIXER — HALF TON SIZE 

in excellent condition. Mounted 3 H.P. ball 
bearing motor with V-belt drive. This is an 
extra good buy for a company entering the 
feed-mixing business. Write BW-4102, % The 
Feed Bag, Milwaukee, Wis. 
@ FARMERS Feed & Seed Supply was 
opened at Stoughton, Wis. last month with 
Russell Higbee as manager. 


Midland Hay & Feed Co. 
Beet Pulp and Millfeed 


220-222 Corn Exchange Building 
Minneapolis, Minnesota 


ARMOUR’S MEAT SCRAPS 
NOPCO COD LIVER OILS 
MANAMAR—OMALASS 
KELP—STALEY SOYBEAN MEAL 
Maney Brothers Mill & Elevator Co. 


Minneapolis, Minn. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us interested. 
Either Prompt or deferred d Meal. 
Save Money. “Stand by Stan.” 


A. L. STANCHFIELD & CO. 


Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


OHIO 

Rolla M. Armstrong, member of Scott 
Brothers, Milford, feed dealers, died Janu- 
ary 22. 

Cooperative Mills, Inc. recently began 
construction of a new plant near Reading. 
The builder is a new Ohio corporation. 

Mt. Blanchard Elevator, Mt. Blanchard, 
has installed a new feed grinder and 
electric motor. 


H. G. Murphy Mill, Lynchburg, was sold 


recently to Howard Ratcliff, owner of the 
local feed store. 


Now You Can 


Addressing Machine 


Only $47-0 


The Elliott Addresserette will solve 
addressing problems for those firms sending 
direct mail advertising to small lists. Avail- 
able at only $17.50, the new Elliott Ad- 
dresserette does beautiful work at a speed 
eight times faster than hand addressing. 
It will enable you to maintain closer con- 
tact with your customers with a minimum 
of effort and cost. This machine uses 199% 
fibre address stencils which can be cut on 
a standard typewriter. The closest compar- 
able equipment sells for five times as much. 


Write TODAY for Complete 
Details 


The Elliott 
Addressing Machine Co. 
143 Albany St. Cambridge, Mass. 


Now! -Buy SUPERIOR’S -Pure 


Meat and Bone Scraps 
[ Digester Tankage 
Bone Meal—Blood Meal 


Superior Packing Co. 
St. Paul, Minn. 


Feeding Oat Meal 
Meat Scraps — Beet Pulp 
Malt Sprouts 
Clo-Trate — Cod Liver Oil 
North East Feed Mill Company 


MINNEAPOLIS MINNESOTA 


«FOR FEED CALL« 


“Stormy” 


IOWA FEED COMPANY 
Phone 45177 Des Moines, Iowa 


FEEDSTUFFS 


Both Cash and Futures 


DREYER COMMISSION CO. 


(At it since 
Merchants St. Louis, ie. 
Board of Trade B' Kansas City, M 


HIAWATHA 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 


Ground Screenings — write or wire for quotations. 


GRAIN COMPARY 


MINNEAPOLIS, MINN. 


LEARY 


MINNEAPOLIS 


e 56 


Dried Skim Milk 


W. BURCKHALTER, INC. 


156 FRANKLIN ST., NEW YORK, N. Y. 


e Dried Buttermilk 
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burg: Corp. 22 
=. Dry Milk Institute 26 
Arcady Farms Milling Co in 
Armour « Co 49 
Atkins & Durbrow, Inc 8 
Blatchford Calf Meal Co 19 
F. E. Booth Co 54 
Borden Company 24 
Broadway Press 54 
Bunge levator Corp 49 
C. W. Burckhalter 56 
Calcium Carbonate Co. 47 
Capital Flour Mills Inc 54 
Cargill, Inc. 40 
Cereal Grading Co 54 
Classified Advertisements 56 
Herbert K. Clofine 5 
G. E. Conkey Co 55 
Corn Products Sales Co. 45 
Denver Alfalfa Milling & Products Co........... 53 
Des Moines Oat Products Co 54 
Deutsch & Sickert Co 52 
Doughboy Mills, Inc 2 
Dreyer Commission Co. 56 
Duplex Mill & Mfg. Co 53 
Elliott Addressing Mch. Co. 56 
Feed Supplies, Inc 54 
Franke Grain Company 5 
Fredman Bag Co 55 
Fruen Milling Co 50 
General Biochemicals, Inc 5 
Hiawatha Grain Co 56 
S. Howes Co., Inc 5 
Hubbard Milling Co. 10 
Chas. L. Huisking Co 54 
T. E. Ibberson Co 51 
Iowa Feed Co 56 
A. E. Jacobson Machine Work..............cse00 46 
Jersee Company 58 
Spencer Kellogg & Sons Inc. 39 
King Midas Flour Mills. 60 
La Budde Feed & Grain Co. 58 
Lapp Laboratories Inc. 43 
Leary Grain Co 

Limestone Products Corp. of America............ 20 
Maney Bros. Mill & Elev. Co 56 
Mathieson Alkali Wks 51 
Midland Hay & Feed Co 56 
Morton Salt Co 58 
Murphy Products Co. 59 
National Cottonseed Products Assn............0 29 
National Distillers Products Co... 51 
National Food Company 49 
National Molasses Co 50 
National Oil Products Co 55 
M. J. Neahr & Co 37 
New England By-Products Co........cssssessseseeee 32 
Northeast Feed Mill Co 56 
Northern Milling Co 40 
Northrup King & Co 36 
L. L. Olds Seed Co 48 
Osborn Hay & Milling Co 52 
Oyster Shell Products Corp........sssesssscsseerseeee 16 
Page Seed Co 57 
Pecos Valley Alfalfa Mill Co. 55 
Peder Devold Oil Co. Inc 54 
Chas. Pfizer & Co 50 
Purina Mills 33 
Quaker Oats Co 28 
Ryde & Co 53 
Dr. Salsbury’s Laboratories. 57 
Screw Conveyor Corp 47 
Self Locking Carton Co 15 
Sidney Grain Machinery Co 43 
E. R. Squibb & Sons 13 
A. L. Stanchfield & Co 56 
E. K. Steul Co. 54 
Stone Mountain Grit Co 52 
Strong Scott Mfg. Co 3 
Sunset Feed & Grain Co. 52 
Superior Packing Co 56 
Swift & Co 57 
Tennant & Hoyt Co 52 
Virginia Carolina Chemical Co... 53 
Waterloo Mills Co 54 
Werthan Bag Corp 58 
White Laboratories, Inc 35 
Whitmoyer Laboratories Inc 55 
Wilson & Co 57 


Firms that spend money to build good will are 
less likely to es eatin that might nullify the 
effect of their advertising than firms making no 
such investment. It will pay readers to trade with 
The Feed Bag advertisers. 
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Swift & Company 


CHAMPAIGN, ILL. 
CAIRO, ILL. 
DES MOINES, IOWA 
FOSTORIA, OHIO 


Phone, Write, or Wire 
for prices. 


Standard 
Quality... 


PA-SE-CO 


brand Seed Corn 


A complete line of Select- 
ed and Tested Varieties of 
Vegetable, Flower and 
Field Seeds. 


Write today for our 194] 
Wholesale Price List 


Also order your Packet Seed 
requirements on our Sale and 
Return Contract. 


The Page Seed Co. 


“At Your Service 
Since 1896” 


P.O. Box B-6, Greene, N.Y. 


HENS Need 
AVI-TAB. 


This tonic and 
conditioner brings in 


extra money for everybody. 


Laying hens should be fed Dr. Salsbury’s 
Avi-Tab in laying mash, or fed a feed that’s 
fortified with Avi-Tab. 


Also, baby chicks should be given the right 
start with Avi-Tab in their mash. 


Tests show that Avi-Tab fed hens lay more 
eggs . . . that Avi-Tab fed chicks do better 
and grow faster. Here’s one example: 


Recent six-weeks’ test demonstrated that 
Avi-Tab fed chickens gained 17.6 per cent more 
weight than identical group not fed Avi-Tab. 
See that your customers give their chicks, 
growing birds, and layers the benefit of Dr. 
Salsbury’s Avi-Tab. More rapid growth and 
— weight will mean extra profits for every- 

ody. 


DR. SALSBURY'S LABORATORIES 
CHARLES CITY, IOWA 


IDEAL FLOCK CONDITIONER 


rep W BRAND 


DIGESTER TANKAGE 
MEAT AND BONE SCRAPS 
MEAL 


THE BEST 
IS ALWAYS 


THE MOST 
ECONOMICAL 


a 

7 | 

SOyp 

Eq a 

‘| OIL MEAN 
l p Ree x 

a 

WILSON & = 


SALT 


Highest Quality 


Prompt Service 


MorTON SALT COMPANY 
MILWAUKEE e WISCONSIN 


= 


Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asour sacs! 


(Quoted from a Customer's letter) 


“Here comesa bouquet for you 

and your entire organization. 
It is a pleasure to do 
business with a swell outfit 
like you have.” 


—e 


WERTHAN BAG CORPORATION 


NASHVILLE — NEW ORLEANS 


FEED DEALERS! 


Be Profit-Wise — Jersee-ize 


MILK 
MINERALS 
and 
VITAMINS 


A-B-C-D-EéG 


Make More Money — Get and Hold More Customers. 
JERSEE-Ize—it's the success secret used by hundreds of 
Mills, Elevators and Feed Stores for mixing their own line 
of feeds—feeds that give better results and sell easier. 


With our plan you Jersee-ize your feeds with Jersee 
Balancer—a High Potency, Double Seal, Vitamin Con- 
centrate with added minerals. A PLUS value Concentrate 
that goes twice as far as any other vitamin concentrate. 


You Make Up to $20.00 a Ton 
More Profit with Our Plan 


You control the trade in your locality. Our free dealer 
service is outstanding in its completeness. Formulas, 
double seal tags, registration papers, posters, folders, cir- 
culars, newspaper mats are all part of our service to you. 


Write today about our plan of mixing your own line 
of feeds that are geared for profits and results. 


The JERSEE C€O., Minneapolis, Minn. 


__(WERTHAN) 


PEAT LITTER 


immediate shipment 


$9.30 per bale — car lots delivered 

most points in the middle west 
— comes packed in standard bales, giant 
bags and 50 tb bags. 


Quality better than any we have seen 
in 20 years. 


Get our delivered price 
anywhere 


La Budde Feed & Grain Co. 


MILWAUKEE, WIS. 


THE FEED BAG — February, 1941 
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WHY BE SATISFIED with one profit on chick 


starter and pig meal, when you can just as 


_ well get two? You can get this double profit 


by making your own Pig Meal and Chick 
Starter with Murphy’s Concentrates, under 
a Murphy Mixing Permit. ... The MURPHY 
Permit saves you money. It turns otherwise 
spare time of mill employees into productive, 
profitable cash returns. It eliminates unbal- 
anced buying of mixed feeds and releases 
cash capital ordinarily tied up. It enables 
you to make a top-quality Chick Starter 
and Pig Meal at low-cost, as you need them. 


Se 
ERODUCTS CO. BURLINGTON 


HURRY! Write TODAY for full details of Murphy’s 
money-making Mixing Permit. It won’t interfere 
with your present feed line. Every day you put it off means lost 
profits. Write to Murphy NOW. No obligation, of course. 


MURPHY PRODUCTS COMPANY 


with MURPHY 


PORK AND POULTRY PRICES ARE UP! Farmers, 
feeders and poultrymen are increasing their 
flocks and herds. All present trends point to1941 
as a BIG livestock and poultry year. That means 
more feed will be sold. Cash in on extra profits 
with a Murphy Mixing Permit. Make nationally 
advertised feeds in your own plant, using Murphy 
Concentrates and your own floor stocks. ... 
Murphy Dealers get REAL sales helps. Inten- 
sive radio broadcasts throughout the middle 
west. Free sample bags that are big order-getters. 
Special farm sales kit. Plus many other sales 
helps that ring the cash register. 


WISCONSIN 


CO. 
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KING MIDAS SUPPLIES 
ENERGY FOR WINTER... 


| 
VENINGS ARE HAPPIER in 


*“—“ many farm homes where bread 
baked with King Midas flour is 
served at the supper table to add to 
the pleasure as well as to the nutri- 
tional value of the meal for every 
member of the family. King Midas 
flour is scientifically milled to pre- 
serve all the taste and vitality factors 
of the choice wheat from which it is 
made. This assures tempting and 
delicious baked goods supplying 
energy producing nutrition so neces- 
sary for health and the successful 
completion of all winter work. 


JUST AS KING MIDAS FLOUR produces nourishing 
bread to help supply the family with energy for winter, 
the radio provides news and entertainment for that 
family’s happier evenings at home. Rural and urban 
homes throughout the land listen to the same plays, 
the same music and the same commentators. The radio 
has made an important contribution to the progress of 
agriculture in America. 
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